D IRECT SELLING is a 
delicate subject to handle 
and heretofore has been 
avoided in The Feed Bag 
because we had nothing 
constructive to offer. In 
our editorial this month, 
however, we do suggest a 
plan which we hope will be 
given careful consideration 
by the feed industry. After 
you read the editorial, we’d 
be glad to have your 
comment. 
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Sectional view of Draver 
Percentage Feeders 
(Mash Feed Unit) in 
U. P. P.C. A. Feed 
Plant, Salt Lake City 
Utah. 


Four batteries cf Draver Percentage Feeders insure the 
accurate execution of every formula developed by the 
Utah Poultry Producers Cooperative Association. 


Each feed formula used in the new Salt Lake City feed 
plant of this organization is recognized as a definite asset 
to the business. Draver Feeders protect these assets. 
In the scratch and chick feed units, there are 12 Style B 
Draver Feeders with master drive, and 3 Style B Dravers 
with eccentric drive. The mash and dairy feed units, han- 
dling the high-priced concentrates that must be fed in 
exact percentages to insure economical production, in- 
clude 12 more Draver Feeders, Style A, operated from 


a master drive, and six on an eccentric drive. In addition, 
the special feed mixing unit contains 2 Model J Feeders. 


These are the 35 percentage feeders, mill-tested, fool- 
proof, and time-tried that deliver the goods to the packer 
in accordance with the analysis guarantee on each bag. 


There’s a Draver to fit every kind of feed unit. 


Your good formulas mean nothing unless they are ful- 
filled positively and continuously. Dravers are built for 
dependability. 

Send for the F B Catalogue Series detailing the complete 
line of B. F. a Co. equipment for feed plants. 


ESTABLISHED 1872 


442-446 S. Clinton St., Chicago, III. 


Manufacturers of 


Bar-Nun Grinders, Draver Feeders, Vibrox Packers, Le Page Corrugation, Edtbauer Net Weighers and Juby Drives 
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HEN the farmer pays only 11% less 

than a year ago for materials 
he uses in production— and receives 
for his own products 33144% less, as he 
does today—it’s mighty hard to show a 
profit. 


But it’s a different story when certain 
individual commodities and prices are 
considered. Feeds for example. Prices 
of Wayne Feeds are 30 to 35% lower than 
a year ago—for the same high Wayne 
Quality. Even at present market prices 
the farmer is able to make approxi- 
mately the same net profit. 


When you sell Wayne Feeds you get the 


Ss 


Decline in price 
~ of Wayne Feeds 


Decline in the 
price of ° commodities 
as a whole used by the 
farmer in living and 
production during 
the past year. 


give the feeder an opportunity 
to make aREAL PROFIT! 


benefit of these low prices—prices made 
possible by Wayne’s great tonnage and 
buying power. You also get unusual 
co-operation—the help of well qualified 
resale men—and the assistance of our 
Service Staff of nationally known feed- 
ing authorities. And the day you start 
with Wayne, we put into operation a 
sure-fire plan of advertising that is 
‘‘built to order” 
munity. 


for your own com- 


High-quality feeds—bed-rock prices— 
intensive sales co-operation—is it any 
wonder that Wayne dealers are optimis- 
tic about the feed business? Write to- 
day for full information. 


ALLIED MILLS, Inc. 


Executive Offices: Chicago 
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RCADY FARMS 
MILLING COMPANY 


Chicago, Illinois 
Kansas City, Missouri 


Let us withdraw our future 
bookings of Dairy and Mash 


Feeds without your order. 


We are starting a new feeding 
season almost from the zero 
point in prices—a reasonable 
profit for you seems assured. 
If you haven't been offered 
this money making plan—_ 
write or wire us quickly. The 
offer will be withdrawn very 


soon. 


ul 
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DAVID K. STEENBERGH, Managing Editor 


Volume Seven 


September, 1931 


Number Nine 


Pennsylvania Dealers to Convene 
At Harrisburg, September 16 


Program Features Varied Trade 


HE Pennsylvania Millers & Feed 

Dealers association, known as 

the oldest millers’ organization 
in the United States, will hold its 54th 
annual convention at the Penn Harris 
hotel, Harrisburg, Pa., September 16, 
17 and 18. 


George A. Stuart 

Mr. Stuart, secretary of the Pennsylvania 
Millers & Feed Dealers association, requests 
all dealers who plan to attend the conven- 
tion to send their reservations early. 

Membership in the Pennsylvania 
Millers & Feed Dealers association is 
open to all millers and feed dealers in 
Pennsylvania and adjoining states and 
all millers and feed dealers in this ter- 
ritory, whether or not they are members 
of the organization, will be made wel- 
come at the convention. George A. 
Stuart, secretary of the association, 
urges all who plan to attend to prompt- 
ly send their banquet reservations to 
him at room 131, South Office building, 
Harrisburg, Pa. 

The formal opening of the conven- 
tion will be at 7:30 Wednesday even- 
ing, September 16, and the convention 
will adjourn Friday noon, September 


18, at the close of the morning session. 

W. B. Barnitz, Carlisle, Pa., president 
of the association, is expecting a large 
attendance and has prepared a business 
program which he predicts will prove 
of real value to all who participate. W. 
K. Harlacker, Highspire, Pa., first vice 
president of the association, is in charge 
of arrangements for entertainment and 
promised to have something to keep 
everybody interested before and between 
meetings during the entire three days. 


Dealers to Speak 


The convention will be opened by an 
address of welcome by Henderson Gil- 
bert, president of the Harrisburg Cham- 
ber of Commerce, and H. S. Appenzel- 
lar, Lake View Milling Co., Chambers- 
burg, Pa., will respond. During the 
convention, Mr. Appenzellar will also 
deliver an address on the subject “Book- 
keeping for Pennsylvania Millers.” 

President Barnitz wilf deliver his an- 
nual address and appoint several con- 
vention committees. The treasurer’s re- 
port will be submitted by E. J. Eshel- 
man, J. W. Eshelman & Sons, Lancas- 
ter, Pa., and the secretary’s report by 
Mr. Stuart. 

In addition to the officers and Mr. 
Appenzellar, several Pennsylvanians are 
scheduled on the convention program. 
S. A. Barshinger, Red Lion Milling Co., 
Red Lion, Pa., will handle the subject, 
“Practical Operations in Molasses Mix- 
ing’. Dr. J. E. Hunter, Pennsylvania 
State college, State College, Paz will 
present a paper entitled, “The Scientific 
Compounding of Poultry Feeds”. 

Steenbergh on Program 

Representatives of Sprout, Waldron 
& Co., and the Robinson Manufacturing 
Co., both of Muncy, will handle the 
topic, “Grinding and Mixing Machin- 
ery”. A representative of the Wolf Co., 
Chambersburg, Pa., will handle the 
topic, “Flour Milling Machinery and 
Accessories”, and a special address will 
be delivered by John A. McSparran, 
state secretary of agriculture. 

Among out of the state speakers, 
David K. Steenbergh, managing editor 
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Topics 


of The Feed Bag, Milwaukee, will dis- 
cuss “Chain Feed Store Problem”; Dr. 
J. A. LeClerc, United States depart- 
ment of agriculture, will explain the 
work of his department on cereals and 
cereal products, with special reference 
to flour and feeds and F. B. Bomberger, 
assistant chief of the division of cooper- 
ative marketing, Federal Farm Board, 
Washington, D. C., will handle the sub- 
ject, “Cooperative Marketing”. 

The subject of “Salesmanship”, so im- 


W. B. Barnitz 
Mr. Barnitz, Carlisle, Pa., president of 
the Pennsylvania Millers & Feed Dealers 
association, is directing the convention pro- 
gram. 
portant to all who are in business today 
has been assigned to a surprise speaker 
whose identity will not be disclosed 
until he is introduced at the conven- 
tion. Secretary Stuart describes this 
man as one who believes that salesman- 
ship is the ability to forcefully but 
briefly describe the advantages of his 
own product in such a way that the 
prospects will see the defects of com- 
petitive products without the salesman 
having done any knocking. 
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H. S. AUSTRIAN, president of Vi- 
tality Mills, Inc., Chicago, is spending 
a month to six weeks in California, re- 
cuperating from a recent illness. 


RANDOM LAKE FIRE 

Fire believed to have originated from 
spontaneous combustion in the grain 
elevators of the Random Lake Coopera- 
tive association, wiped out the entire 
establishment of the organization, in- 
cluding a mill and warehouse and 
other buildings in the business block 
Sunday, August 30. Total damages re- 
sulting from the blaze were estimated 
at $75,000. A. J. Burnesch is manager 
of the cooperative. Future plans of the 
organization were undetermined at the 
time The Feed Bag went to press. 


Two-Fifths of 1929 Feed Sales 
Made. Direct to Dealers 


ORE than two-fifths of the 

sales by manufacturing plants 

engaged primarily in making 
commercial feeds are made direct to 
retailers, according to distribution fig- 
ures just released by the United States 
department of commerce. This report 
covers the sales channels of 750 com- 
panies. 

Of the total sales of exclusive feed 
plants in 1929, amounting to $423,610,- 
000, 41.4 per cent or $175,271,000 was 
dispensed directly to dealers. Manufac- 


Not the Lowest Price 
Always — But the 
Cheapest Always 


We have succeeded, through our manufactur- 
ing processes, in making Pilot Brand Crushed 
Oyster Shell the most economical eggshell 
material that there is for poultrymen. 


Not by lowering the price, but by eliminating 


waste. 


We don’t pack in Pilot Brand bags anything 
that fowl won't eat. It’s all properly screened, 
sterilized and freed from rat-gathering odors. 

Pilot Brand always produces more eggs and 
helps to keep the flock healthy. 

It is the cheapest eggshell material a poultry- 


man can buy. 


Pilot Brand has been for years nationally 
distributed and nationally advertised. 


Write for our highly 
profitable small package 
proposition. 


YOUR CHICKS | 


CHICK SIZE 
PACKAGE 


OYSTER SHELL PRODUCTS CORPORATION 


One Broadway, New York 


HEN SIZE 
PACKAGE 


Shell Building, St. Louis, Mo. 
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turers sold 4.7 per cent or $19,768,000 
worth of the total amount of commer- 
cial feeds to their own wholesale 
branches for resale to dealers and users. 
Of the remaining sales, 27.6 per cent or 
$117,056,000 went to wholesalers: 9.2 
per cent or $39,211,000 was distributed 
to the manufacturers’ own retail branch- 
es, and 17.1 per cent, or $72,304,000 was 


sold to users, including poultrymen, 
stockmen, farmers, etc. 

Of the above sales to dealers and 
users $46,118,000 was made. through 
manufacturers’ agents, selling agents, 
brokers, or commission houses. Eighty- 
five manufacturers sold through such 


agents, 17 of them selling their entire 
output in this way. These figures do 
not include sales made through ageuts 
by manufacturers’ own sales. br: 

In addition to the total sales of $423,- 
610,000 registered in 1929 by exclusive 
commercial feed manufacturers. there 
was a total of $127,843,000 worth of 
prepared feeds sold by firms not 
marily engaged in feed manufacturing, 
making the aggregate sales for the vear, 
$551,453,000. Distribution figures for 
this additional amount are not included 
in the report of the department of 
merce. 

The figures issued on feed distribu- 
tion reveal the fact that the retail deal- 
er is still the important factor in the 
selling of feeds, contrary to the beliet 
that chain establishments and manutac- 
turers’ own retail outlets are forcing the 
independent into the background. The 
report also discloses the magnitude of 
the feed industry, which during th 
of the survey, registered sales in 
of a half billion dollars. 


anches. 


pri- 


com- 


e year 
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HALPIN PRESIDENT 

Dr. J. G. Halpin, head of the poultry 
husbandry department, University of 
Wisconsin, Madison, was elected 
dent of the Poultry Science asso 
at its annual convention held 
at Lexington, Ky. Professor Halpin is 
a member of The Feed Bag editorial 


e 


Si- 


tion 


staff. Other officers elected were Dr. 
F. B. Hutt, University of Minnesota. 
vice president; Prof. D. H. Reid, Col- 
lege Station, Tex., second vice presi- 
dent, and Prof. W. 


A. Maw, McGill 
university, Quebec, secretary and ¢ 
urer. 


SUTTLE BROTHERS, Flora, Wis., 
have purchased the feed mill of Sam 
Franklin. 


WOOLCOTT MILLING CO. plant, 


Harrisburg, Ill... was destroyed by fre 
August 1 with an estimated [oss of 
$100,000. The blaze originated from a 
hot box on an elevator shaft. Adjoin- 
ing buildings containing about 1,500 


iarrels of flour and 100,000 bushels of 
wheat were saved. The firm plans 
start rebuilding at once. 
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Holds Grinding 
Trade Despite 
ive Portables 
In Territory 


HE McHenry County Farmers 

Cooperative association, Mc- 

Henry, Ill., was badly in debt. 
John A. Bolger, newly appointed man- 
ager, was struggling with all of the 
resources at his command to bring the 
organization back on its feet. Just as 
he was beginning to realize an upward 
trend a new obstacle arose. 


A man of an inventive turn of mind 
residing in the town, mounted a feed 
grinder on his truck and geared it so 
that it would run on the power of the 
motor. He was soon driving from farm 
to farm, taking away the grinding busi- 
ness which the McHenry County Farm- 
ers Cooperative association needed so 
hadly. That was only the beginning. A 
young man engaged in the oil business 
with a wide acquaintance among the 
farmers, decided that it was more profit- 
able to operate a portable mill than to 
dispense motor fuel. He won a host of 
customers away from the McHenry co- 
operative. Three more machines were 
soon buzzing in the territory, bringing 
the total to five. 

John Bolger saw the grinding volume 
of the McHenry County Farmers Coop- 
erative association fall from a volume of 
more than $20,000 to a scant sum that 
failed to cover the overhead cost. And 
the portables continued to buzz around 
lim like a squadron of enemy planes. 
Rut he decided that he wouldn't be 
licked. 

So he took several samples of grist, 
jumped into his automobile and was 
soon out into the heart of his territory. 
He laid the cards on the table and told 
the farmers that his stationary mill was 
equipped to do better quality work than 
the portables. To prove his conten- 


By Emil J. Blacky 


tion he laid the grist samples beside 
the portable grindings. He called at- 
tention to the dangers of fire, death and 
injury which might result from the 
itinerant machines. If a farmer was 
carrying an account with the coopera- 
tive, he emphasized the fact that if the 
organization was good enough to trust 
him on its books it was also worthy 
oi his grinding patronage. 

Day after day Mr. Bolger continued 
his campaign, visiting every farmer in 
his territory. His efforts were well re- 
paid. Customers began te come back. 
The stationary mill at the plant  re- 
sumed its industrious hum. Today the 
grinding business of the McHenry 
County Farmers Cooperative association 
is back on a profitable basis. 

No Money in Portables 

“The portable mills were really a 
blessing to us, but they didn’t know 
it,’ said Mr. “They made us 
sit up and take notice and get out and 
work. And now our business is better 
than ever. 


3olger. 


“T don’t think any man who ever 
bought a portable mill made any money 
nor do I think anyone ever will. The 
initial investment is large, and the cost 
of unkeep prohibitive. Times now are 
ideal for the spread of portables. Men 


out of work are tempted to buy them 


promises of hig 


fortune overnight. 
weeks they come down to 
then on it becomes a prob- 
lem of meeting expenses and getting 
back the amount of their investment. 
With better times and a few hard win- 
ters to block the roads I think the port- 
able mill business will die out.” 

While Mr. Bolger was engaged in his 


on the 
money and a 
after a few 
earth. From 


exaggerated 
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John A. Bolger 


It was a hard battle but Mr. Bolger, mana- 
ger, McHenry County Farmers Cooperative 
association, still makes a good profit on his 
grinding despite five portable mills which 
are seeking to take it away from him. The 
organization’s busy establishment is shown 
at the left. 


campaign to win back his grinding 

volume, he also developed sales of 

commercial feeds and ingredients. He 

now makes it a point to spend at least 

one day a week on personal calls and 

he employs the telephone regularly. 
Postals Bring Orders 

Penny postal cards are sent to his 
complete mailing list at least four times 
a year. Prices, special bargains, the 
merits of the various products which he 
handles are listed in bold type. He 
started the plan four years ago and 
the first mailing brought him an order 
which netted a profit of $370.00. 

“T am almost certain to get one new 
customer and a lot of additional orders 
every time I send the cards out,” re- 
ported Mr. Bolger. “It’s the best plan 
of advertising I ever used. The cost, 
including postage and printing, is only 
about $14.00 for each mailing. In ad- 
cition I also advertise in the local news- 
paper and send out literature which I 
receive from the manufacturers.” 

To prove that his plan of personal 
calls ard advertising has increased his 
sales Mr. Bolger displayed a record of 
purchases from one feed company dur- 
ing the past two years. It showed a 
gain of 600 tons from August 1, 1930 
to August 1, 1931 as compared to the 
same period in the preceding year. 
Purchases made from other companies 
showed a corresponding percentage of 
increase. 

“We always keep a complete stock of 
feed and ingredients on hand,” Mr. Bol- 
ger declared. “It is never necessary for 
us to tell a farmer that were out of 
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What 200 Retail Dealers Taught Me 
About Merchandising Feeds 


Successful Ideas Gathered from 


HE world possessed the 

Bible for 2,000 years and we 

know that we ought to do what 
it teaches, but still most of us do not. 
So, too, we know certain fundamental 
principles of merchandising, but the 
number of business failures each year 
indicate that we are not putting those 
principles into practice. Even though 
the lessons taught me by the 200 re- 
tail feed dealers on whom I called with- 
in the past two years in connection with 
my responsibility of editing a dealer 
magazine for a large feed manufacturer 
may, in a sense, be trite perhaps it will 
be helpful to review them once more. 

Those of us who do know the sound 
principles of merchandising and do prac- 
tice them should tell those who don’t. 
Retailers, through the medium of their 
local associations, and by all means the 
manufacturers of goods handled by re- 
tailers, should accept some of the re- 
sponsibility of making those retailers 
better merchandisers. 

Courtesy Wins Trade 

The first thing that these several 
hundred dealers have taught me about 
retail selling is the value of courtesy. 
I am thinking now of a good dealer 
at Jackson, Miss., as busy a man as 
you will find in the town. For a whole 
morning, I watched that dealer work. 
In spite of aggravation, he constantly 
carried a pleasant smile of greeting for 
everyone. Here came a woman with 
an arm fult of bundles and asked for a 
dime’s worth of seeds. “Can't I put 
all of those bundles in one bag,” asked 
the dealer, and a grateful customer ac- 
cepted his offer. You can’t help feel- 
ing kindly toward a merchant of that 
sort. 

I am thinking now of a hotel in a 
large eastern city which, for a long 
time, was the only good hotel in town. 
The management acted toward the 
guests as if they didn’t care whether 
they stayed there or not. And then a 
smaller hotel, which had been getting 
the overflow trade, expanded and erect- 
ed a new building. Today it’s almost 
impossible to get a room in the new 
hotel, while the old one is having a 
hard time filling up the place. Cour- 
tesy pays. 

Sell Quality Goods 

The second lesson the retailers have 
taught me is the value of handling only 
quality goods. The manager of a Battle 
Creek, Mich., firm doing about $500,- 
000 a year retail business, told me that 
he handled only well-known, national- 
ly advertised brands, because the sell- 
ing resistance was lower. Dealers 
taught me that it usually pays to handle 
one quality line rather than dividing en- 
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ergies over a half dozen. Checking ton- 
nage and profits, I find that the dealer 
who puts his effort back of one or two 
major lines of commercial feeds pro- 
gresses far more rapidly than the deal- 
er who believes he must “give ’em what 
they want,” and who has a heavy cap- 
ital investment in six or eight different 
brands. 
Sell Yourself First 

Of course, this dealer must personally 
be sold on the line that he is selling. 
Some of the most enthusiastic dealers 
whose business I have studied are those 
who feed cows and chickens themselves 
and know what their feed actually does 
in the way of making more eggs and 
milk. Obviously, every dealer can’t or 
doesn’t want to keep livestock but he 
can get figures from his customers that 
will sell him and help him sell. 

Up in Fitchburg, Mass., Brockelman 
Brothers own a large general store, sell- 
ing to something like 15,000 farm cus- 
tomers and doing an annual volume of 
$2,500,000. When asked whether he 
could lay down any rules for success 
in the modern retail feed store, Mr. 
Brockelman replied: “First watch the 
quality of your merchandise. The pub- 
lic is especjally finicky about quality to- 
day. And we watch like hawks the 
quality of everything we sell. In fact, 
I think we spend more time in our buy- 
ing than we do in our selling, for na- 
tional advertising takes care of most of 
the selling. Fully 90 per cent of all 
food purchases today,” continued Mr. 
Brockelman, “have their beginning in 
national advertisements. Naturally we 
concentrate on nationally advertised 
brands almost exclusively.” 

Good Dealers Advertise 

And this brings us to the third lesson 
I have learned from those 200 retailers: 
The progressive merchants of today are 
specializing on nationally advertised 
products. Not only that but they are 
tying up with the national advertising 
through advertising of their own. Some 
one expressed the thought aptly thus: 

He who has something good to sell 

And whispers softly down the well 

Is not so apt to grab the dollars 

As he who gets right out and hollers. 

Yes, the dealers on whom I have 
called have taught me the importance 
of local retail advertising. 

Then these 200 dealers have taught 
me the lesson of effective store arrange- 
ment. Time was when a_ warehouse 
with feed piled in it as if a car had 
been opened up and dumped, a rusty 
stove and a few decrepit chairs for the 
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Afield 


hangers-on to take their ease and chew 
tobacco was good enough for the aver- 
age dealer. Today a live wire dealer 
realizes that a neatly arranged store 
makes a good impression on customers 
and a conveniently arranged store 
makes it easier to handle the business. 
That’s why outstanding dealers will go 
to the trouble of securing a location 
convenient to the farmers. That’s why 
they get a building with a center drive- 
way through which the farmer may 
enter on one end and drive out of the 
other, loading up inside in bad weather 
without any discomforts. And _ that’s 
why they have their feed neatly piled 
on either side of the driveway to make 
loading easier. That’s why they have 
the feed piles spaced, and placed on 
racks to prevent heating and to make 
it easier to fight rats and mice. In the 
front of their stores is an open space 
with open bags displayed with posters, 
with ingredient cases, sample cases— 
with everything that one would look for 
in a well appointed feed sales room. 
Help Trained to Sell 

Over in Ohio is a dealer who is 
making outstanding records. He has 
handled feed for just about two years. 
He hesitated to take on a feed line be- 
cause he didn’t know anything about it. 

“My biggest trouble at the start,” said 
he, “was being unable to answer reason- 
able questions that customers asked me. 
However, I studied, picked up informa- 
tion wherever I could until today they 
can’t stump me on many questions.” 

It is annoying to go to a store and 
ask a perfectly reasonable question and 
have a clerk look at you blankly. Every- 
one connected with retail selling should 
not only know the goods he is selling, 
but also some of the principles of sales- 
manship. 

Every clerk should be expected to 
read the manufacturer’s literature, espe- 
cially if the manufacturer is putting out 
a house magazine. And they should be 
expected to read, as the owner is ex- 
pected to read, the trade magazine of 
their business. 

Costs and Collections 

Then comes lesson number six—costs 
and collections. A survey made among 
Louisville groceries shows clearly the 
importance of knowing what is going 
on in your business—knowing what it 
costs to handle each line, knowing 
whether a certain item will make a 
profit or loss. When you can take two 
stores both with the same capital in- 
vestment and find one turning its stock 
37 times a year and another only 7 
times a year, you know’: there is some- 
thing wrong. Adequate cost figures and 

(Continued on Page Eighteen) 
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Central Dealers to Hold First 
Annual Fall Convention 


Meet at Eau Claire, Wis., September 28 


USINESS planning instead of the 

usual convention post mortem 

will be the order at the first an- 
nual fall conclave of the Central Retail 
Feed association, to be held at the 
Hotel Eau Claire, Eau Claire, Wis., 
Monday, September 28. 

All past conventions of the Central 
Retail Feed association have been held 
in the late spring after the fall and 
winter feeding season, but the Eau 
Claire convention this month is sched- 
uled just before the busy season begins 
and the program has been arranged to 
help put more pep and more profit in 
the businesses of retail feed dealers of 
Wisconsin and adjoining states. 

All Open Meetings 

Five outstanding speakers, most of 
them new to feed dealers of the terri- 
tory, will be brought to Eau Claire for 
the occasion. A call to attend the con- 
vention will be issued to all members 
of the Central Retail Feed association 
and the sessions will be open to all 
persons in the industry, whether mem- 
bers or not, from Wisconsin, northern 
Illinois, eastern Iowa and eastern Min- 
nesota. 

The executive committee of the cen- 
tral Retail Feed association will hold 
a regular business meeting at the Hotel 
Eau Claire Sunday afternoon and the 
convention will open in the mezzanine 
floor banquet room at 9:30 a. m. Mon- 
day, September 28. The afternoon ses- 
sion will be held in the same room 
starting at 1:00 p. m. and a big ban- 
quet and entertainment, without any 
speakers, starting at 6:30 p. m. will 
bring the convention to a close. 


Opening the convention Monday 
morning, Mayor Fred Stussy, of Eau 
Claire, will deliver an address of wel- 
come. S. E. St. John, Red Front Flour 
& Feed Co., Eau Claire, president of 
the Central Retail Feed association, will 
respond to the address of welcome and 
outline his program of work for the 
ensuing year in a brief message. 

Two Humphreys will complete the 
morning program. The first will be our 
old friend, H. H. Humphrey, Northern 
Milling Co., Wausau, Wis., who will 
talk on the subject: “Where Organiza- 
tion Counts.” The second will be 
George C. Humphrey, professor of 
animal husbandry, University of Wis- 
consin, Madison, who will deliver an 
address on the subject: “What Retail 
Feed Dealers Should Know About 
Dairy Feeding.” 

Three speakers will share honors 
during the afternoon meeting. James 
H. Vint, manager of the Farmers Co- 
operative Elevator Co., Union _ Grove, 
Wis., will discuss the subject: “How 
Long Can a Feed Dealer Sell at a Loss 
and Still Make a Profit.” Jim Vint 
is a past treasurer and present vice 
president of the Central Retail Feed 
association. He was formerly state 
commissioner of markets and is one of 
the most able speakers and best in- 
formed merchants among retail feed 
dealers of Wisconsin. 

“Let’s Get Back to Work” will be 
the subject of an address by Clarence 
P. Clark, Quaker Oats Co., Chicago. 
Clarence Clark is chairman of the Na- 
tional Feed Merchandising council and 
is given much credit throughout the 


feed industry for the constructive pro- 
gress which the council has made dur- 
ing the past two years. He is a keen 
student of feed merchandising, an in- 
spiring speaker and, although he has 
addressed many meetings of feed manu- 
facturers and feed dealers in the East, 
this will be the first time he has ever 
appeared on the program of any con- 
vention in the Central Northwest. 

E. E. Roquemore, advertising and 
sales promotion manager ‘of Vitality 
Mills, Inc., Chicago, will be the last 
speaker on the afternoon program. He 
will talk on the subject: “Advertising 
for Retail Feed Dealers” and will out- 
line some of the tested and proved 
methods which he has used in building 
retail business during the 15 years he 
has devoted to sales promotional ac- 
tivities in the feed industry. During 
these years, Mr. Roquemore has been 
in contact with practically every branch 
of advertising used by or for the re- 
tail feed merchants and he has made 
a careful study of the effectiveness of 
the different types of advertising in the 
field. 

Banquet and Entertainment 

There will be no speakers, humorous 
or otherwise, during the banquet and 
entertainment Monday evening. A reg- 
ular Thanksgiving turkey dinner will be 
served, starting promptly at 6:30 p. m. 
and the entertainment will consist of 
popular music, singing and dancing. 

David K. Steenbergh, Milwaukee, sec- 
retary of the Central Retail Feed asso- 
ciation, predicts that the Eau Claire 
conclave will be one of the largest feed 
(Continued on Page Twenty-two) 
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A. M. BLAISDELL, formerly of the 
Blaisdell Milling Co., Minneapolis, and 
long identified with the feed trade, is 
now vice president of the Acme Feed 
Products Co. of that city. Mr. Blais- 
dell’s many friends wish him continued 
success in his new connection. 


FEDERAL MILLS, Inc., is erecting 
21 new grain storage tanks at its Lock- 
port, N. Y., plant, expecting to have 
these completed in time to house 1931 
grain. Cost is in excess of $35,000. 


M. D. KING, 82, president, M. D. 
King Milling Co., Pittsfield, Ill., died 
at his home August 18, following a 
short siege of pneumonia. In spite of 
his advanced age he was actively in 
charge of his business until his death. 
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is the result of satisfaction. 
Vitality-made feeds 


Vitality Mills, Ine. 


Board of Trade Building 
CHICAGO 


Dependable feeds for poultry and livestock 


@ Vitality 
ae Circle Bee 


@ mae varie 


Another candidate for the dumbbell 
club is the guy who thinks mounted 
policemen are cops who have been shot 
and stuffed by Chicago gangsters. 


* * * 


STRICT ECONOMY 

Census Taker: 
don’t you?” 

Farmer’s Wife: “No, 1f we hear a 
noise at night we bark ourselves.” 


“You keep a_ dog, 


satisfy! 
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NO OPPORTUNITIES 

Customer: “I suppose you were dis- 
appointed that your baby wasn't a boy.” 

Feed Dealer: “No, indeed! When I 
think that women now vote, smoke, go 
anywhere, wear whatever clothes they 
like, and men can’t even have a good 
glass of beer any more, I’m satisfied.” 

CHINA WEAR 

Guest: “Terrible hailstorm we're hav- 
ing, isn’t it?” 

Lower Flat Tenant: “Naw, that’s 
Jones upstairs. His wife’s on a vaca- 
tion and he’s washing the dishes.” 

CORNHAY WEAKLY NEWS 

Popple’s pool hall toppled over back- 
wards yesterday account of the large 
crowd of loafers leaning against the 
front end. 

The Cornhay Bridge club beach party 
broke up suddenly Friday afternoon 
when a bull from Mulligan’s pasture 
spied the red pair of pajamas Mrs. 
Bunks was wearing. 

Lem Jones, local feed dealer, traded 
his jack knife for a load of wheat 
brought in by Ira Hicks Tuesday. 

The Hunter family feels considerably 
put out, they thinking that the “No 
Hunters Allowed” signs going up 
around the country this time of the year 
are meant for them. 

*x* * * 
COULDN’T FOOL NOAH 

Sunday School Teacher: “And why 
did Noah take two of each kind of 
animal into the ark?” 

Bright Child: “Because he didn’t be- 
lieve the story about the stork.” 

DOUBLE CHECK 

Amos: “Do you know what surrounds 
the ocean, Andy?” 

Andy: “Sho, Amos, sho.” 


SPECIAL CURE 
Nurse: “Are you going to give my 
patient something to slow down his 
heart action?” 
Doctor: “Yes, an older nurse.” 
SAFETY FIRST 
“Do you drink?” 
“I should say not.” 
“Then hold this bottle while I tie my 
shoe lace.” 
* x 
It’s better to be a patient pedestrian 
than a pedestrian patient. 
GOT THE AIR 
Jimmie: “My father doesn’t keep hogs 
in the back yard any more.” 
Eddie: “How is that?” 
Jimmie: “The neighbors got wind of 
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Portable Feed Mills Are Blamed > 


For Two Farm Fires 
Dealers Should Warn Trade of Danger 


them directly attributed to a 
portable mill and the other re- 
ported as occurring while an itinerant 
grinder was operating on the premises, 
were recently published by local news- 
papers and called to the attention of 
The Feed Bag by dealers in the res- 
pective territories. Heavy losses of 
farm property 
resulted from 
both blazes. 
The first fire 
which occurred 
near Elmwood, 
Wis. on a 


Aa. of two fires, one of 


tity of hay and grain shocks and 2,000 
bushels of threshed grain were des- 
troyed.” 

It is the general opinion in the com- 
munity that the blaze resulted from 
the portable mill which was in opera- 
tion at the time the fire was discovered. 
The machine had been grinding for 
about an hour directly in front of the 


ELMWOOD 


EEKLY ARGUS 


is more profitable for a farmer to 
bring his grist to the dealer for grind- 
ing. These circulars can be furnished 
at $4.50 for 250 copies; $5.50 for 500, 
and $7.50 for 1,000. Many dealers have 
already sent the folders to their trade 
with satisfactory results. 

The extent of portable mill compe- 
tition this fall and winter will be large- 
ly determined by the ef- 
forts extended by station- 
ary mill operators in com- 
batting them. Grain crops 
in the central and north- 
west states are scant. The 


farm owned by 
Albert Bin- 


Elmwood --- Pierce County --- Wisconsin 


portables which depend on 
door to door trade and a 


kowski, destroyed a garage, gran- 
ary and hen house, and a_ straw 
stack and large quantities of grain. 
Under large headline, reading 
“PORTABLE MILL STARTS FARM 
FIRE WITH HEAVY LOSS,” the 
Elmwood Weekly Argus, local news- 
paper in that district, gives the follow- 
ing account of the incident: 


“The Plum City fire department was 
called out Tuesday to assist in extin- 
guishing a fire on the Albert Binkowski 
farm, two miles south of the villaye 
The fire, which originated from the feed 
mill and truck belonging to Clarence 
Wiskerchen, destroyed the garage, gran- 
ary and hen house, also a straw stack 
and some grain. The loss was only 
partially covered by insurance.” 


Witnesses of the fire declared that the 
blaze started in the portable mill, en- 
veloped the motor of the grinding ma- 
chine and the cab of the truck and 
spread rapidly to adjoining property be- 
fore anything could be saved. It is re- 
ported that the portable had not been 
operating for more than 20 minutes be- 
fore the fire started. 


Mr. Binkowski, owner of the farm, 
is said to have suffered a severe loss, 
inasmuch as he purchased the property 
three years ago and the buildings were 
insured at a low figure, while no pro- 
tection whatever was carried on the 
grain destroyed. Farmers in this vi- 
cinity, it is reported, have declared 
themselves against the portable mill. 

The second fire occurred near Poy- 
nette, Wis. The following article re- 
garding the incident was published in 
the Wisconsin State Journal at Madi- 
son: 

“A barn on the Ray Curtis farm with 
its contents, was destroyed by’ fire 
Thursday afternoon with a loss of 
$4,000. Horses were saved by Mr. Cur- 
tis, and men operating a portable feed 
mill near the barn. One calf, a quan- 


Portable Mill 


-fair volume at each stop’ 
will find slim pickings. 


Starts Farm Fire 
With Heavy Loss 


BLAZE, SOUTH OF PLUM CITY, 
DESTROYS GARAGE, GRAN- 
ARY, HEN HOUSE AND 
STRAW STACK 


The Plum City fire department 
was called out Tuesday to assist 
in extinguishing a fire on the 
Albert Binkowski tarm, two miles 
south of the village. 

The fire, which originatec 
from the feed mill and truek be- 
longing to Clarence Wiskerchen, 
destroyed the garage, granary, 
and hen house; also a straw stack 
and some grain, 

The loss was only 
covered by insurance. 


partially 


Poynette Hit by Blaze: 


| {State Journal News Service} 


| Ray Curtis Farm Near 
| 


POYNETTE—A barn on the Ray 
Curtis farm, with its contents, was 
‘destroyed by fire Thursday after- 
noon with a loss of $4,000. The 
‘farm is four miles north of here. 
| Horses were saved by Mr. Curtis 
and men operating a portable feed 
mill near the barn. One calf, a 
| quantity of hay and grain shocks, 
‘and 2,000 bushels of threshed grain 


‘were destroyed. 


Newspapers recently carried 
accounts of fires occurring on 
two different farms on which 
a portable mill was in opera- 
tion. The first account, pub- 
lished in the Weekly Argus, 
Elmwood, Wis., directly at- 
tributes the blaze .o the port- 
able, while the second article 
at the right, which appeared 
in the Wisconsin State Jour- 
nal, Madison, explains that a 
mill wastin operation at the 
time theJfire started. 


Elsewhere in this issue 
of The Feed Bag is an 
article describing how 
John Bolger, manager, Mc- 
Henry County Farmers 
Cooperative association, 
McHenry, IIl., increased 
his grinding business and 
is making a profit on it, 
despite the fact that five 
itinerant machines are com- 
peting against him in the 
territory. He brought the 
trade back to his mill 
chiefly by calling on the 
farmers and stressing the 
quality of his grinding as 
compared to that of the 


barn, with the bagger inside of the 
barn door, according to the farm owner. 
About 150 bags had been ground when 
the fire was discovered near the grinder. 
It spread rapidly through the interior 
of the building. 

Dealers who are competing with port- 
able mills should inform their custom- 
ers of the dangers which they are in- 
viting when they permit these roving 
apparatuses to operate on the premises. 
Presentation of evidence of fires result- 
ing from portables is one effective 
means of showing patrons the safety 
and advantages of bringing their grain 
to the stationary mill. 

Post This Evidence 

This page should be removed from 
this issue of The Feed Bag and posted 
in a conspicuous place where farmers 
may observe it. Reprints will be gladly 
furnished at cost to dealers who desire 
to send copies to their mailing lists. 
The Feed Bag has also prepared a 
special folder entitled “Happy Is the 
Iarmer Who Goes to the Mill,’ which 
clearly enumerates the disadvantages 
of portables and gives reasons why it 
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portables. This is an ef- 
fective plan for every dealer to follow. 
Farmers, like the good old Missouri 
gentleman, must be shown. 

There are many arguments on the 
dealer’s side. His stationary mill turns 
out finer grist. The farmer is protected 
against loss of his propery by fire, and 
when the winter snows lie deep on the 
highways, the dealer’s services continue 
uninterrupted. All of these facts, 
brought vividly before the customers, 
will help to bring back the patronage 
that may have gone to the portable. 
Tomorrow’s business will be deter- 
mined by today’s efforts. 


MEET AT MEMPHIS 

Plans are now under way for the 
sixth annual convention of the South- 
ern Mixed Feed Manufacturers associa- 
tion, which is scheduled to be held at 
Memphis, October 13, 14 and 15. J. 
P. MacNicol reports that the meeting 
will be one of the best ever held by 
the organization, and invites all feed 
men to attend. 
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Federation Plans to Sponsor 


Exhibits 


RED M. McINTYRE, president 

of the Eastern Federation of 

Feed Merchants, has asked the 
officers to arrange for trade displays 
at the larger county and state fairs in 
the East. It is expected that the plan 
will be tried at two or three county 
fairs this season and if successful will 
be expanded next year. 

Decorative features, using feed bags 
as the central motif, are being pre- 
pared. The booths will display all of 
the common grains and other ingre- 
dients used in modern feeds and will 
give an analysis of each with its com- 
parative feeding values. Large cards in 
the shape of feed bags will carry the 
information. 

No special advertised products or 
brands of feeds will be displayed but 
the exhibit has been designed to con- 
vince the users of feeds that in addition 
to the safeguards set up by the state 
supervision the members of the Eastern 
Federation of Feed Merchants are 
handling high quality products. 


“Such a display will add to the pres- 
tige of the local merchants,” said Mr. 
McIntyre. “It will strengthen the bonds 
of faith between the feeders and the 
feed merchants. It will also demon- 
strate the falsity of any statements 


at Fairs 


which have been spread from some 
sources that local feed men cannot sat- 
isfactorily mix feeds or that they have 
been guilty of changing ingredients 
without complying with state require- 
ments.” 

Seeds and fertilizers will also be in- 
cluded in the displays. Later it is ex- 
pected that exhibits on a smaller scale 
will be recommended for each feed 
store. This will probably be held dur- 
ing November or December. 

In connection with the fair exhibits 
it has also been suggested that a con- 
test be conducted to attract attention 
to the booth. The nature of the con- 
test, for which prizes would be awarded, 
has not yet been worked out. Any 
member of the federation who desires 
additional information should write to 
the secretary, W. A. Stannard, 48 State 
street, Albany, N. Y. 


O. B. WALLJASPER & CO., INC., 
West Point, Ia., purchased the mill and 
business of the Lee County Flour & 
Feed Mill Co., at Donellson, Ia. C. F. 
Holdefer was the former owner. 


ANDREW NYLAND, Deerfield, 
Wis., has purchased the feed mill for- 
merly operated by Andrew Ausdahl. 


Gus Marotzke 
Marotzke, Sebewaing, Mich., was 
elected president of the Michigan Grain, 
Feed & Hay Dealers association at the recent 


Mr. 


annual convention. He has appointed var- 
ious committees and is busy planning an 
extensive program of activities. 


WOODBINE FEED association, 
Woodbine, IIll., has completed the con- 
struction of its new feed mill and ele- 
vator. 


VITALITY FEED STORE, Kanka- 
kee, Ill., has been opened for business 
and is selling a complete line of stock 
and poultry feeds. 


is visible. 
motor driven. 


tively. 


The Monarch 
Center Spiral Feed Mixer 


Loads—mixes—sacks—complete—mix 
Easy to install. 


A New and Better Self-Contained 
Custom Mixer 


Easy on power, gears run in oil, can be in- 
stalled in one story, is low in first cost and 
inexpensive to operate. 
and meets custom mixing requirements most 
profitably. Two sizes—50 and 100 cubic feet, 
and they operate with 3 and 5 H. P. respec- 


Write for prices. 


| »\ Sprout, Waldron & Co., Inc. 


Box 318, Muncy, Pa. 
Chicago Office, 9 SOUTH CLINTON STREET 


Representatives conveniently located throughout the U. S. 


Belt or 


Mixes thoroughly 
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DIRECT#SELLING There are some who cry “wolf” so often that we are 
DIFFERENTIALS inclined to turn our back instead of our ear when we 
hear them. The majority in the feed business, however, 


are real men and when they cry “‘wolf” it is usually because they have just cause 
to complain. 


THE FEED Bac office has long been headquarters for complaints and we have 
always welcomed them as an opportunity for service. We have been able to help 
adjust many disputes and real and fancied difficulties between our friends in the 
industry — dealers and jobbers and manufacturers. 


The number of these complaints has greatly increased during the past few 
months. They have changed in their nature, too, from differences over grades, 
terms, etc., to objections to manufacturers and jobbers who are shipping cars 
direct to farmers and loading farmers’ trucks at their mills and warehouses at the 
same wholesale prices charged established dealers. 


THE FEED BaG believes there is some justice in these complaints. It is not 
likely that direct selling can be eliminated but we believe that the millers, manu- 
facturers and jobbers of the industry should make a conscientious effort to pro- 
tect legitimate dealers. We have never heard a wholesaler who believed dealers 
were not essential to the industry. All agree that retail dealers render a neces- 
sary service and since feed margins are already small enough the retailers should 
not be embarrassed by or required to compete with millers, manufacturers and 
jobbers offering wholesale prices to farmers. 


Our suggestion to remedy the condition is that the millers, manufacturers 
and jobbers get together and establish a set of fair trade differentials to govern 
all sales to the consumer as compared with the retailer. Trade differentials have 
solved similar problems in other industries and even now the Millers National 
Federation and the Southern Mixed Feed Manufacturers association are sponsor- 
ing set differentials on small packages and self-rising flour. 


Here’s a job for the American Feed Manufacturers association, the National 
Feed Merchandising council, the Millers National Federation and district organ- 
izations such as the Northwest Feed Manufacturers association. Retailers or- 
ganizations including the Central Retail Feed association and the Eastern 
Federation of Feed Merchants will be glad to help but sincere cooperation of the 
wholesalers is absolutely essential. Let’s get together and establish set per ton 
differentials on straight, split and mixed cars and on ton and less than ton truck 
lots to farmers as compared with quotations to dealers. Let’s arrange differen- 
tials to cover all varieties of mixed feed, millfeed and by-product feeds including 
concentrates from crushers, cereal millers and packers. 


THE FEED BAG hopes that some crusader, who has the welfare of the industry 
at heart, will undertake the job. Such a movement would go a long way toward 
solidifying the industry. 


— Davip K. STEENBERGH. 
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Aeroplane View of the Cedar Rapids, Iowa, Mill 


QUAKER FEEDS 


Win Repeat Business 
—for Quaker Dealers 


Season after season you'll find the same cus- 
tomers coming back to trade with their 
Quaker Dealer. They know Quaker has a 
special feed for every feeding job. They found 
that by using Quaker feeds they can realize 
the biggest, surest production profit. They’re 
satisfied. And their Quaker Dealer is satis- 
fied. Quaker provides him with national and 
local advertising that helps him to build and 
hold his business. He can get quick deliver- 
ies on mixed-car lots. Quaker stock and 
poultry experts stand ready to give him help- 
ful information about feeding problems. If 
you would like to know more about the ad- 
vantages Quaker extends to Quaker Feed 
Dealers, drop us a card—today. 


BUY QUAKER FEEDS IN STRIPED SACKS 
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THE QUAKER OATS COMPANY, CHICAGO, U.S.A. 
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We believe our service to 
be as good as any other— 


Yet every individual con- 
Mi nected with the organiza- 
! tion is striving to make it 
better in order that we may 
merit more of your business. 


Please address your nearest office. 


Newsome Millfeed Co. 


938 Board of Trade, Kansas City 


Midland Hay & Feed Co. 


222 Corn Exch 


Reliance Feed Co. 
| 220 Corn Exchange, Minneapolis 
| 


Newsome Feed Co. 
166 W. Jackson Boulevard, Chicago 


Newer Feed & Grain Co. 


Pittsburgh, Pennsylvania 


The finest quality pro- 
ducts at the lowest 
price—that is the tribute 
paid us daily by satisfied 
users of 


‘RED 3’? Brand: 
Bolled Oats 
Steelcut Oatmeal 
Whole Oat Groats 
Ground Oat Groats 
Feeding Oatmeal 
Hygrade Oatfeed (11% Protein) 
Reground Oat Hulls 
Unground Oat Hulls 
Fine Ground Oat Hulls 
White Hominy Feed (7% Fat) 


Wire us for Quotations 


The Corno Mills Company 
East St. Louis, Ill. 


Three Minute Cereals Company 
Cedar Rapids, Iowa 
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Pioneer Miller 


Is 83 


Old but Still 
Going Strong 


HE old rural gristmill, heritage 
of colonial days, which dotted 
the countryside of Yankeeland, 
is not yet extinct. One of the few re- 
maining establishments of this type in 
active operation in New England is at 
Southwick, Mass. The owner, William 
Franklin Fletcher, has operated it con- 
tinuously since 1875 and passed his 80th 
birthday anniversary, July 1, in pursu- 
ance of his duties. For more than 55 
years he has personally supervised the 
grinding operations. 
The Mail Order Trade 
Although nearly all of the remaining 
small grist mills of the East confine 
their activity to grinding feed for live- 
stock, this mill makes a specialty of 
producing buckwheat, rye and entire 
wheat flour for the family table. In 
addition to his local trade in this line, 
Mr. Fletcher has built up a mail order 
business. Many years ago he became 
interested in the doctrine of Dr. Sylves- 
ter Graham, originator of Graham bread, 
who lived in a nearby town, and while 


not a fanatic on the subject, he is a 


believer in the retention of roughage as 
a constituent of at least part of the 
bread that goes into the human diet. 

The Fletcher mill is unusually pictur- 
esque with a canal alongside, a rustic 
bridge supported by a stone arch and 
a gorge hidden by woods in the rear. 
It has been photographed, sketched and 
painted in oil by professional and ama- 
teur artists. 

Dates Back Century 

Its history dates back more than a 
century, when Col. Enos Foot, soldier 
in the War of 1812, built the stone 
dam and laid the other groundwork for 
a primitive industrial development. In 
Civil war times a lumber dealer, Edwin 


Years 


He took 


Gilbert, built the present mill. 
into partnership with him, John Boyle, 


a railroad building contractor. Because 
the proprietor had so many irons in the 
fire the early history of the gristmill en- 
terprise was checkered. It was operated 
intermittently, rented and run on shares 
until Mr. Fletcher, who had been a 
gristmill operator in his native town of 
Granby, Mass., at the age of 18, took 
hold of it. 
Bought Mill for $5,800 

Having only a small sum to invest, 
he first rented the mill and later bought 
it for $5,800 and expended additional 
sums to improve it. 

In order to obtain the necessary head- 
way a canal was built from the dam 
to the mill, where there is a 22-foot 
fall at the location of the 24-inch tur- 
bine waterwheel set in an iron flume. 
In the earlier days much of the mill 
income was derived from grinding flour 
for farmers who brought in their grain 
and took away the flour, from which 
the pay was taken in tolls. As this 
system always bred a suspicion on the 
farmers’ part that the tolls taken were 
excessive, Mr. Fletcher soon established 
the pay system on a money basis. In 
the old low-price era the chargés were 
10 to 15 cents a bushel for wheat and 
20 cents per 100 pounds for corn and 
oats. Prices were advanced later to 25 
cents and 30 cents. 

In addition to his sales of flour and 
his income from the grinding of flour 
and feed for the farmers he has drawn 
a share of his profits from distribution 
of feeds and cottonseed meal and fer- 
tilizer. 

The volume of business has ranged 
from $25,000 to $70,000 a year. The 
largest profits were derived in World 
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Despite the fact that he has passed his 
80th milestone, William Franklin Fletcher, 
above, is still active in the feed business. 
His picturesque mill at Southwick, Mass., is 
shown at the left. 
war times and the heaviest losses were 
experienced in the slump following the 
war. The adversity due to the sudden 
drop in prices and the inability of the 
farmers to meet their obligations satis- 
factorily was all the more severe be- 
cause in the war period the mill was 
under strict government control in the 
matter of profits but no corresponding 
support was rendered when the reaction 
took place, leaving the miller to his own 
resources. With all the ups and downs 
the proprietor has managed to prosper 
and reap an average profit of around 
10 per cent of his volume. 

All his life the thrifty miller has en- 
joyed good health and he gives promise 
of continuous activity in the business 
for some years to come. He has a sis- 
ter who is 89. His wife passed away 
in February, 1931, little more than a 
year after their 50th wedding anniver- 
sary was celebrated. 


JAMES PEACOCK, operator of a 
feed mill at Oconomowoc, Wis., reports 
that the water supply this year is the 
lowest in the history of the establish- 
ment which was built in 1854. During 
the last 42 years the mill has been 
shut down twice because of lack of 
water power. In 1922 operation was 
suspended for two weeks and recently 
it has been necessary to close down for 
the past six weeks. Mr. Peacock at- 
tended the funeral of the late Mrs. 
Robert M. LaFollette, held at Madi- 
son last month. He is a close personal 
friend of the LaFollette family and for 
the past 40 years has furnished them 
with their buckwheat pancake flour. 


PASTURES LOW 
Pastures in Wisconsin on August 1 
were reported to be 48 per cent of nor- 
mal, the lowest condition in 20 years, 
according to the state crop reporting 
service. Practically the entire state re- 
ported a similar situation. Conditions 
remained unimproved throughout the 

month because of lack of rain. 
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Selling Ideas Gathered 
Among 200 Dealers 


(Continued from Page Ten) 


regular inventories will help a merchant 
analyze the situation and remedy un- 
favorable conditions. 

This sounds like a good story but it 
is an actual fact. I ran into a dealer 
down in Texas whose accounting sys- 
tem was very simple—a nail on the 
wall. On this nail he hung all sales 
slips, bills and everything else pertain- 
jing to the business. When the nail 
was filled he simply drove in another. 
Just think of the fun he had when in- 
come tax time came around! It was 
so much fun that he finally decided 


to hire a bookkeeper and things down 
that way are rather systematic now. 
In another case a dealer’s bookkeeper 
took a manufacturer’s accounting course 
and attempted to put it into practice— 


but it wouldn’t work. Come to find 
out, this dealer was mixing receipts 
from his store, his tourist camp and his 
gasoline station in his pocket. He'd 
take money from the cash register with- 
out leaving a charge slip; he’d put a 
pocket full into the register without in- 
dicating its source. No wonder he 
never knew whether he was making 
money! 

Merchants continue to run along ig- 
norant of what enters into their cost 
of doing! business. Take the matter of 
delivery. Hundreds of merchants still 


“Exeellent results 
with our feeds?!’’ 


—says Kaseo Mills. Ine.. since 
adopting this proved milk ingredient 


‘We are having excellent results this 
year with all our poultry feeds mixed 
with Kraco. Birds are showing a more 
rapid and uniform growth, and greater 
resistance to disease. Hens are pro- 
ducing higher average lays.”’ 
Thus—in a few words, Kasco Mills, 
Inc., of Waverly, N. Y. and Toledo, 
Ohio, sum up the real high efficiency 
that feed manufacturers everywhere 
are getting from their mashes mixed 
with Kraco—the milk sugar feed! 


Kraco-mixed mashes bring custom- 


ers back for more the year around— 
assure quick, steady profits. 

By analysis—Kraco contains no less 
than 70% lactose (milk sugar) and the 
highest percentage of invaluable milk 
minerals available for poultry mashes. 
The health-building elements every 
poultry mash needs! 

Free running in any climate, Kraco 
is easy to mix, economical to use. 

Start today to mix all your mashes 
with Kraco—the milk sugar feed. 
Write for complete details. 


The Sugar Feed 


made only by 
KRAFT-PHENIX CHEESE CORPORATION 


General Sales Offices: 403-s Rush St., Chicago, Illinois 


Page Eighteen 


THE FEED BAG 


Division of National Dairy Products Corporation 


SEPTEMBER, 1931 


sell at practically the same price 
whether you carry your stuff home or 
whether you have it delivered. Why 
should I deliver my own feed and pay 
the same price as you who want to 
have it delivered two miles into the 
country? Some of the progressive deal- 
ers are now separating commodities 
from service, charging a basic price for 
the goods out of the warehouse, adding 
a service charge for delivery or for 
credit. 
Cash Plan Saved Day 


The credit problem is always with 
us. In some sections merchants are 
more and more turning to a strictly 
cash basis. There is one merchant do- 
ing a monthly business of about $11,000. 
He had $25,000 on his books and was 
faced with three possibilities. 

1.—Bring in new capital—but on his 
haphazard credit basis that would soon 
be used up. 

2.—Sell out. 

3.—Go on strictly cash basis. 


We helped this dealer go on a strict- 
ly cash basis and he was able to reduce 
his prices to the consumer about 5 per 
cent and, in spite of bad conditions in 
his territory, four months later was do- 
ing practically the same volume he had 
done on a credit basis. 

Aggressive Salesmanship 

The final lesson those retailers taught 
me is aggressive salesmanship—aggres- 
siveness with discrimination of course. 
By that I mean the tendency to go out 
to sell instead of waiting for the cus- 
tomer to come in and buy. 


Aggressiveness does not necessarily 
mean antagonism. An Ohio general 
merchant is located in what was once 
a coal mining section. After the war 
the mines shut down and almost over 
night his business dropped to nothing. 
What did he do? Sit down and weep 
about conditions? Not much. There 
were still people around that town, so 
he became just a little more aggressive 
than the other merchants. He estab- 
lished a series of routes and once a 
week his salesmen would go out and 
cover these routes, selling various items 
from his store. Today he is doing a 
bigger business than any merchant in 
town. 


Sack Sitters Lose Out 


Merchants who keep pace with con- 
ditions, these 200 feed dealers taught 
me, are the ones who will continue to 
be successful. Why a feed dealer should 
be satisfied to sit on a sack waiting 
for business and just barely make ends 
meet when he could employ proved 
methods of merchandising and grow, is 
something I’ve found hard to under- 
stand. In these trying days particu- 
larly, it’s just too bad for the sack 
rider. But even in spite of so-called 
unfavorable conditions, there are feed 
dealers—yes, plenty of them—who are 
going ahead because they are following 
the principles taught me by the success- 
ful merchants among the 200 on whom 
I called. 


FEDERATION NEWS 


PUBLISHED FOR ALL WIDE AWAKE EASTERN FEED MEN 


Syracuse Is Again Chosen 
For Mid-Winter Convention 


YRACUSE, N. Y., has again been 

selected as the scene of the mid- 

winter convention of the Eastern 
Federation of Feed Merchants, to be 
held February 23 and 24. One of the 
most successful meetings in the history 
of the organization was held at Syra- 
cuse last February and the officers have 
received many requests to again meet 
in that city because of its central loca- 
tion and excellent facilities. 

Headquarters will be maintained in 
the Onondaga hotel where the entire 
mezzanine floor will be utilized. The 
meetings will be held in the spacious 
ballroom and trade exhibits will be dis- 
played in the mezzanine foyer. Retail 
feed merchants will be invited to send, 
for this exhibit, any displays that have 
general trade value. These may include 
publications, advertising, form letters, 
collection systems, methods of feed 
manufacture and merchandising. 

A large committee will be appointed 
by President McIntyre to arrange the 
details of the convention program. The 
board of directors and governors will 
assist in arrangements and in promot- 
ing attendance. It is expected that be- 
tween 300 and 400 delegates will attend. 

H. M. Day, manager of the conven- 
tion bureau of the Syracuse chamber 


Federation Considers 
Feed Approval Stamp 


“Approved by the Eastern Federation 
of Feed Merchants” may become as 
popular among the eastern retail trade 
as the familiar insurance statement “Ap- 
proved by the Board of Underwriters”. 
It has been proposed that the federa- 
tion establish a committee to examine 
all products offered for sale by the feed 
men and give its approval only to those 
which are of highest quality. 


An investigation would be instituted 
as soon as a request was made by the 
manufacturer or a member who intend- 
ed to merchandise the product. Ap- 
proval would be granted after the pro- 
duct had met several tests which 
would have to be certified. There- 
after the product could be stamped by 
any member of the federation who 
offered it for sale. 

A committee is investigating the 
the value of such a plan and if its re- 
port is favorable, work will be started 
at once to establish a bureau to handle 
the work. 

“This is just another way to make 
the federation valuable to our members,” 


of commerce, has again pledged the 


complete cooperation of his organiza- 
tion and the management of the hotel 
has agreed to provide reduced rates to 
delegates. 


The threefold pro- 
gram will include 
talks on the latest 
developments of the 
trade, a business 
clinic by the retail- 
ers themselves and a 
trade welfare con- 
ference. The latter 
will be new and will 
be arranged so that 
specific trade prob- 


lems may be dis- 
F.M. McIntyre cussed and methods 
of meeting them arranged. 


“In the past this work has been. left 
to committees,’ said President MclIn- 
tyre. “It has been necessarily limited. 
By allowing plenty of time for open 
discussion it is our hope than some of 
the more troublesome trade problems 
may be successfully handled during the 
convention.” 

Eastern retail merchants are request- 
ed to send suggestions for the conven- 
tion to W. A. Stannard, 48 State street, 
Albany, N. Y. 


said Mr. McIntyre. “We receive many 
complaints from those who are victims 
of unscrupulous firms and we believe 
this would relieve much of the trouble. 
The users of feed would also be as- 
sured of extra protection and they 
would ultimately demand the stamp of 
approval before buying.” 


J. O. Doty Appointed 


On Federation Board 


J. O. Doty, recently elected presi- 
dent of the Mutual Millers & Feed 
Dealers association, has been appointed 
a member of the board of directors of 
the Eastern Federation of Feed Mer- 
chants. The Mutual Millers associa- 
tion is affiliated with the federation. 

Mr. Doty is recognized as one of the 
most progressive feed merchants in the 
section near East Concord, N. Y., 
where his business is located. He has 
been active in the federation and has 
attended the conventions for many years. 

One of the first recommendations on 
assuming his new office in the federa- 
tion was the establishment of an in- 
formation bureau to which members 
could write for official information on 
all trade problems. 
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PLAN TO HOLD 
20 MEETINGS 
IN SEPTEMBER 


More than twenty district meetings 
for members of the Eastern Federation 
of Feed Merchants will be held during 
the week of September 21 to 26 with 
members of the board of governors in 
charge. Through these meetings Fred 
McIntyre, president, hopes to establish 
a close contact with each member so 
that the work of the federation may be 
intensified. 

The governors are planning to make 
a thorough canvass of the feed mer- 
chants in their districts to enroll them 
as members before the meeting. Presi- 
dent McIntyre has requested this as 
their first responsibility. At the meet- 
ings they will outline the program 
adopted for the federation and arrange 
for the cooperation of the district clubs. 


The governor in each district has ap- 
pointed other feed merchants to assist 
him in this work and it will be their 
special assignment to keep the governor 
advised of all changes in the trade and 
bring to his attention all problems as 
soon as they arise. In this way the 
officers of the federation will be in 
close touch with affairs of the trade 
in all parts of the East. 


Feed Registrations 
In East Show Gain 


For the first six months under the 
new New York state feeding stuffs li- 
cense law ending June 30, 254 retail 
feed merchants had applied for license, 
having registered a total of 594 feeds. 
This showed a substantial gain over 
the preceding year. 

Kenneth F. Fee, director of the dairy 
and food bureau, reports that during 
the same period of six months there 
were issued 1,760 wholesale licenses to 
393 persons or firms. The total of all 
feedstuffs licenses for the first six 
months of the year was 2,354 as com- 
pared to 2,189 for the corresponding 
period in 1930. 

It is pointed out that many retail 
merchants sell their feed at more than 
one location and, therefore, take out 
wholesale licenses. The ‘retail license 
fee is $10.00 for each location at which 
the feed is sold and the wholesale li- 
cense is $25.00. 


JIM WARREN, Coloma, Wis., has 
purchased the feed mill of Geo. Bron- 
son. 
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MILWAUKEE 
MINNEAPOLIS 


ROEDTERT 
Grain & Malting Co. 


Grain and Feed 


CUSTOM MILL 


GUARANTEE 


The Blue Streak Hammer Mill 
is guaranteed unqualifiedly to 
grind feed better at a lower cost 
per hundred pounds than any other 
mill now on the market. You are 
the judge. 


Prater Pulverizer Company. 


ASK THE BLUE STREAK USERS 


(Names and Addresses Upon Request) 


Most Blue Streak owners are thoroughly 
experienced with all types of feed 
grinders. Not one but will tell you that 
Blue Streak is far superior. Doesn’t 
this fact invite an investigation before 
you install a new mill? Send for our 
catalog. It’s free. 


All BLUE STREAK Owners 


Cutters help lower. 


duty knives the power cost - “Special spring steel, 
yeduce power by reducing feed to life hammers 
costs coarsely ground will outlast 


* and improve 
grinding 


condition many sets of bubrs 
_or wide hammers 


_ Powerful 
electro-magnetic 


tramp metal 


. separator is protection 
against damage by 


Blower fan puts 
feed 


where you 
want it 


A turned and 
Double Row Ball 
Bearings— 
le? . self-aligning 


_. ground shaft SKF 


PRATER PULVERIZER CoO. 


Dept. U_ 1829 So. 55th Avenue 


You are invited to write us for folder describing our 
advertising service to help build your business. Please 


give siz 


CHICAGO, ILLINOIS 


e of mill and date purchased. 
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In New York or Podunk, Price 


Cutting 


HE folly of cutting prices for 

the purpose of undoing a com- 

petitor is well exemplified in a 
story recently told by Charles F. Ab- 
bott, executive director, American In- 
stitute of Steel Construction, Inc., New 
York, and published in “Sales Manage- 
ment.” It follows: 

Seated around the fireplace in the 
“general room” in a little inn of 
a northern New Hampshire town 
—a village which crowded close on the 
timber reaches that send their volume 
of raw material down to the grind of 
the paper mills along the Androscoggin 
river—were a group of men discussing 
business conditions. 

In the group were an old lumberman, 
a salesman who sold firearms out of 
Boston, a young salesman who carried 
clothing samples from a house in 
Springfield, and two New York busi- 
ness men on the way to a hunting pre- 
serve located far back in the forest 
along the river’s edge. 

The salesmen had been chattering 
about business today, kicking against 
low prices that reduced their commis- 
sions, blaming their bosses generally 
for the stampede for orders, no matter 
what the price might call for. 

The old lumberman was _ talking. 
“Well, the effect this here thing called 
business has on people is certainly vari- 
ous and peculiar,” he said. 

“You may know,” he continued slow- 
ly, “that for years I’ve been runnin’ a 
saw mill up on the Androscoggin. 
*Bout a year ago we decided to make 
additions that we figured would cost 
about $50,000. Then the fellows who 
wanted to get the job began to flock 
in to see us. They gave us their prices, 
then they came back and gave us more 
prices. We could see they were fightin’ 
’mong themselves, so we waited and 
held off. We calculated we could make 
money out of those business men. 


Finally, we gave the job to one of ’em - 


for $30,000. We expected to pay $50,000 
but the chap said he needed the job and 
by godfrey, we gave it to him. 


“So, I say, the effect of this here 
thing called business on people is cer- 
tainly various and peculiar. The Bible 
talks about them as has ears but hears 
not, and of those who has eyes though 
they’re blind as bats. It tells us not 
to be selfish, to be honest and fair 
toward our neighbors. And that’s the 
gospel truth. It’s the fellow who knows 
his cost and takes pains to know, and 
uses his head, his ears, his eyes, and 
his brains in learnin’ to know, that gets 
there. You've got to be fair and honest 
with those who work in the same line 
of business with you and it’s the fellow 
who does that, that gets the profits.” 

The following morning the two New 
York business men were to continue 


Is Folly 


their trip. It was a cold rainy day 
and by noon they had left the turn- 
pike for the country road that took 
them back into the forest. It was late 
that afternoon when they met an old 
woodsman driving a pair of horses with 
a whipple-tree dragging along in the 
mud. The old man beckoned to the 
car to stop. 

“My friends,” he said, “there’s a 
nasty detour up the road and out about 
two miles, you'll run into a mud hole 
that sticks the cars and they can’t get 
out. If you want, I’ll turn around and 
go back and pull you through.” 

“Thanks,” replied our New York 
friends, “but we'll get through all 
right,” and drove on. 

They finally landed in the mud hole, 
stuck and couldn't get out. 

One of them walked down to the 
cabin of the old woodsman and brought 
him back with his horses. The car was 
soon pulled out and the New Yorkers 
asked for and expected to pay a good 


price for the service. “How much?” 
they inquired. 
“Nothin’,” replied the woodsman, 


much to the amazement of our friends. 
“Nothing!” they replied, “how do you 
live by doing work for nothing?” 
“Well,” said the old man, “it’s this 
way. About six months ago or there- 
abouts this cut-off was put through here 
so the main road could be repaired. 
There’s only two of us that live any- 


where near here. Lem Hodgkin and 
myself. Lem lives in another cabin, 
up yonder, and he and I have been 
comrades for many a year. We've been 
lumbering together. Well, you see when 
they put this cut-off through here it 
made it bad for travelers, so Lem and 
me got together and we kind of de- 
cided among ourselves that we'd pull 
’em out for $5.00 apiece. Well, every- 
thing went fine for awhile. Me and my 
comrade made more money than we'd 
ever seen before. There never was so 
much money in these parts before. 

“But a short time back, I calculated 
something had happened, because no- 
body was callin’ on me for to pull ’em 
out. Two days went by and nobody 
came but Lem, he was busy all the 
time. I began to look around, sort of, 
and I stumbled on to what Lem was 
up to. I found he was pulling ’em 
out for $2.50 while I was sticking out 
for $5.00 just as Lem and me had 
agreed. 

“Well, sir, I got darned good and 
pared for war. The next day I started 
in pulling ’em out for nothing, and I’ve 
been pullin’ ‘em out for nothing 
ever since. I’ve been busier than hell. 
I’m gosh darned if I ain’t showing that 
son-of-a-gun somethin’.” 

The New Yorkers proceeded on their 
way. They were impressed with these 
incidents coming out of the great lum- 
ber preserves in the far north, which 
show how alike are the demands of 
“this thing called business” on the men 
working with the great steel skyscrap- 
ers of a metropolis and those laboring 
amid the great trees of the forests. 


| King Midas Champions 


_ This diamondball team representing the King Midas Mill Co., Minneapolis, recently 
finished the season as champions of the milling and grain division of the Minneapolis 


park board league. The team won seven out of eight games played. 
time the championship was won in three years. 
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Central Dealers to Meet 
At Eau Claire 


(Continued from Page Eleven) 


trade conventions ever held in the 
Northwest. Banquet reservatién cards, 
letters and circulars advertising the 
convention will be mailed to all the 
trade in the Central Retail Feed asso- 
ciation territory within the next two 
weeks. 

Those planning to attend the con- 
clave are urged to make their room 
reservations direct with the Hotel Eau 
Claire, Eau Claire, Wis., and to return 
their banquet reservation cards as 
promptly as possible to the offices of 
the organization, 210 East Michigan 
street, Milwaukee. 


G. MEIN, Portage, Mich., is rebuild- 
ing his feed mill and elevator which 
was destroyed by fire recently and is 
equipping it with new machinery, in- 
cluding a hammer mill, magnetic sep- 
arator, feed mixer and a corn sheller 
and crusher. 


W. A. STANNARD, secretary of the 
Eastern Federation of Feed Merchants, 
Albany, N. Y., has been suffering re- 
cently from an illness which has affect- 
ed his back and spine. Stan jis a hard 
worker in the interests of the retail 
feed dealer and The Feed Bag joins 
his many friends in the trade in wish- 
ing that his illness will not be serious 
and that he will be back on the job 
even before this issue of The Feed Bag 
is in circulation. 


BETTER BUILT BAGS 


BAG FACTORIES » COTTON MILL » BLEACHERY 


(Quoted from Customers’ Letters) 


TALK ABouT BAGS! 


We want you to know that we 


appreciate your thoughtfulness. 


We have seen all kinds of ser- 


vice, but we have never seen any 
that equals the kind rendered 


by you and your organization. 


WERTHAN BAG CORPORATION 
NASHVILLE » NEW ORLEANS 
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Attend Your Convention 


September 16 to 18 
Pennsylvania Millers & Feed Dealers As- 
sociation, Penn Harris Hotel, Harris- 
burg, Pa. 


September 28 
Central Retail Feed Association_ first 
annual fall convention, Hotel Eau Claire, 
Eau Claire, 


October 12 to 1 
Grain Reed Dealers National Associa- 
tion, Rice Hotel, Houston, Tex. 


October 13, 14 and 15 
Southern Mixed Feed Manufacturers As- 
societion,Peabody Hotel, Memphis, Tenn. 


MICHIGAN 


Frank Gilhams, Ralph G. Blue and 
Paul M. Blue, Sturgis, have incorpor- 
ated to conduct a feed, fuel and grain 
business. The firm will operate under 
the name Blue & Gilhams, Inc., and 
has a capital of $50,000. 

Tekonsha Cooperative Co., Tekonsha, 
has purchased the Warwick Feed & 
Seed Co. Charles McElhnie is man- 
ager. 

Cushman Feed Co., Lansing, is re- 
building a section of its plant which 
was recently damaged by fire. 

Fred Warner, Dutton, is planning to 
open a feed mill. 

Archie Ennest, Croswell, has leased 
a section of a building which he will 
convert into a feed store. This is one 
of a series of chain plants which Mr. 
Ennest is opening in the territory. Earl 
Coon has been appointed manager of 
the Croswell store. 

Farm Bureau Service, Inc., Bay City, 
is constructing a new feed mill and bean 
elevator. A hammermill, magnetic 
separator, cleaner and crusher will be 
installed. 

Barryton Grain Co., Barryton, has 
just completed the installation of four 
new electric motors. 

Chelsea Milling Co., Chelsea, recently 
experienced a small fire which resulted 
from an overloaded electric motor. The 
blaze was discovered and extinguished 
before it could do any damage. 

Flushing Flour Mills, Flushing, have 
completed the construction of an addi- 
tion joining their mill and warehouse. 
A new feed mixer has been installed. 

Yale Elevator Co., Yale, has installed 
a new attrition mill. 


MINNESOTA 


Farm Service Stores, Inc., have start- 
ed construction work at Farmington on 
a new elevator and feed mill to cost 
$20,000. 

Hewitt Feed Mill, Wadena, was des- 
troyed recently by fire with a loss of 
$3,200. 

Schmitz Brothers, Glyndon, have 
leased the Muskoda elevator which has 
been closed for two years. 

P. C. Frazee, Pelican Rapids, is mak- 
ing extensive improvements to his mill 
and is installing new grinding and mix- 
ing machinery. 

Welding Johnson, Arco, is the new 
manager of the Farmers Independent 
Elevator Co., succeeding Guy Roberts. 

Frank Livermore, Fairmont, will 
manage the Livermore elevator which 
has reopened after remaining closed for 
a year. 
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John E. Walsh 


Walsh Is Made Manager 
Of Vitality Mills 


J. E. Walsh, former sales manager of 
Vitality Mills, Inc., Chicago, has been 
promoted to the position of general 
manager. In his new capacity Mr. 
Walsh will have charge of production, 
sales and all branches of the Vitality 
feed business. 

Ralph R. Lee has been made general 
sales manager and will devote most of 
his time to work in the sales terri- 
tories. Everett E. Roquemore, who 
will speak at the annual fall conven- 
tion to be held by the Central Retail 
Feed association at Eau Claire, Wis., 
September 28, is advertising and sales 
promotion manager of the company. 

Vitality Mills, Inc., within the past 
year has acquired the J. J. Badenoch 
Co., Chicago, the feed department of 
the Ladish Milling Co., Milwaukee, and 
the Illinois Feed & Grain Co., Bloom- 
ington, Ill. As a result of its expan- 
sion the firm has broadened the scope 
of its activities and will soon launch a 
complete merchandising program. Ata 
recent meeting in Chicago the sales rep- 
resentatives were informed of the de- 
tails of the campaign and all present 
were unanimous in the opinion that it 
will be one of the most complete and 
effective ever used in the industry. 


INSTALL NEW MIXERS 

Dealers who have recently installed 
feed mixers, according to reports of the 
Grain Machinery Co., Marion, Ohio, 
are the Star Milling Co., Starford, Pa.; 
Quality Fuel & Feed Co., Albany, Wis.; 
Cochranton Milling Co., Cochranton, 
Pa.; Bare Milling Co., Roaring Spring, 
Pa.; Edward G. Koehl, Sunman, Ind.; 
Joseph I. Stehr, Ashland, Pa.; Farmers 
Exchange, Strafford, Mo.; Elsworth 
Farmers Exchange, Elsworth, Mich., 
and Ipava Farmers Elevator Co., Ipava, 
Til. 


New Richmond Dealers 
Elect Officers 


Ray W. Junkman, Junkman Elevator 
Co., River Falls, was elected president 
and William Herpst, Elmwood Lumber 
& Grain Co., Elmwood, secretary, of 
the New Richmond District Dealers 
club of the Central Retail Feed asso- 
ciation at its annual meeting held at 
New Richmond, Wis., August 3. 

The new officers succeed Joe Hue- 
nink, Equity Produce Co., Baldwin, and 
John Vrieze, Woodville Elevator Co., 
Woodville, who were president and sec- 
retary, respectively. 

The principal discussion of the even- 
ing condemned the practices of feed 
and flour mills located in Minneapolis 
and St. Paul which sell lots of flour 
and feed to truckers at carload prices. 
These same truckers then  undersell 
dealers throughout the locality  sur- 
rounding the Twin Cities and all deal- 
ers at the meeting explained conditions 
resulting from activities of these truck- 
ers in their localities. 

The following resolution was present- 
ed and unanimously adopted: 

“WHEREAS, it appears that 
certain manufacturers of feed 
and mill stuff in St. Paul and 
Minneapolis are selling in less 
than car lots at car lot prices, 

“AND, WHEREAS, such 
conduct is unfair to feed dealers 
located in towns, cities and, vil- 
lages adjacent to St. Paul and 
Minneapolis, 

“NOW, THEREFORE, BE 
IT RESOLVED: We, northern 
Wisconsin feed dealers assem- 
bled, consider such conduct on 
the part of manufacturers as un- 
friendly to us and our associa- 
tion.” 

Attorney W. T. Doar, New Rich- 
mond, delivered an interesting address 
on the constitution of the United States. 
He also related some stories reminiscent 
of the late S. C. Boardman, many years 
secretary of the New Richmond Roller 
Mills Co., who had been a regular at- 
tendant at past meetings. 

The meeting was opened with chicken 
dinner served at the Hotel Beebe. Ches- 
ter Hannelink presented a vocal solo, 
accompanied by Miss Elsie Te Hen- 
nepe. The next meeting, at which 
power rates charged certain dealers in 
the district is to be discussed, will be 
held during October. 


FLOYD E. LOTT, Cohoctah, Mich., 
whose elevator was recently destroyed 
by fire, is planning to rebuild at once. 
He purchased the McLaughlin Eleva- 
tor, Holly, Mich., which has been idle 
for several years and is dismantling it, 
using the lumber and machinery, 


COMSTOCK FEED MILL, Com- 
stock, Wis., owned and operated by G. 
Gonske, was destroyed recently by fire 
caused by defective wiring. The total 
loss is estimated at $10,000. 
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Red Hot Specials 


Standard and Sisal Binding Twine 
at $10.00 cash per 100 Ibs, 


Pure Wheat Bran, July, August, September 
delivery, off the car, $16.00; delivered, $16.75 


Full-O-Pep Chick Starter, $3.15 per 100 Ibs. 
Full-O-Pep Growing Mash, $2.70 per 100 Ibs. 
Medium Chick Feed, special at $1.95 per 100 lbs. 
Fine Chick Feed, special at $2.15 per 100 Ibs. 
Full-O-Pep Scratch Grains, in ton lots, 337.09 
Our Own Egg Mash, 20% Protein 

special in ton lots, $37,00 


RED TOP STEEL POSTS 
During the last two weeks in June we will sell 
6-ft. Red Top Steel Posts in lots of 100 or more 
at the remarkably low price of $32.00 per 100. 


McHenry Co. Farmers Co-op. Assn. 
“Where Service Is A Habit” 
Phone 29 John A. Bolger, Mgr. McHenry, I. 


Above is a specimen of the postal used 
effectively to get new business. 


Holds Grinding Trade 
Despite Portables 


(Continued from Page Nine) 


the product for which he asks. Deal- 
ers who fail to keep a complete stock 
are driving their customers to their 
competitor’s store. 

“Buying is as important as selling. 
We always purchase our feeds in car- 
load lots. We can get a better price 
and offer our customers the advantage 
of it. Then they do not give their busi- 
ness to mail order houses or chain 
stores.” 

The McHenry County Farmers Co- 
operative association operates a truck, 
and considers it a valuable aid toward 
increasing business. When a quotation is 
given on an order the delivery price is 
included. The charge is 75 cents a ton 
within a radius of eight miles, and $1.00 
for greater distances. 

In addition to its main plant at Mc- 
Henry, IIll., the firm operates a success- 
ful branch at Crystal Lake. Coal, flour, 
fence posts, wire and other farm sup- 
pies are handled at both points. 

The struggle of lifting the organiza- 
tion from its post World war deficit 
back to its present profitable basis, cov- 
ered a period of ten years. But now 
Mr. Bolger smiles, for victory is his. 
He is making money on his grinding, 
with five portable mills in the territory. 

“The amount of success a firm at- 
tains,” he said, “is largely measured by 
how hard it goes after trade. The port- 
able mill can’t be licked from a swivel 
chair. You’ve got to meet it out there 
in the field.” 

And with these words of determina- 
tion he began signing checks for an 8 
per cent dividend which the company 
paid to its stockholders for the first 
half of this fiscal year. 
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Inexpensive Ingredients 


For Mixers 


Poultry Wheat a Specialty 
Barley—aAll Grades 
Corn—Oats—Mill Oats 
Barley Needles 

Ground Screenings 
Ground Oats 

Ground Barley 


GROUND SCREENINGS 
with MOLASSES 


Fish Meal 


Mineral Mixtures 


CO. 


The Burton Mixer 
Saves Power 


The Burton Feed Mixer, using an unusual 
and effective mixing principle, saves power. 
For instance, the full ton size requires only 
3h. p. 


Let us send you a folder explaining in de- 
tail how the Burton Mixer, costing little to 
run, secures a perfect mix of feed ingredients. 


The Burton Feed & Mixer Company 


Chamber of Commerce..... Minneapolis 
2844 West Grand Blvd. Detroit, Mich. 
A Fast Selling 
R. L. HERRICK M. H. HERRICK 
Chick Starter Mash 
HERE is « chick ration 100% FOR 
which has been widely adver- THE, DE ALERS 
tised for many years—which 


gives perfect satisfaction 
or the purchase price is 
returned and which is so 


HERRICK 
FEED 


JN){> thousands of new users 
j be added to the big 
+. {Sterling family. 


NORTHRUP, KING & CO.’S CO 
STerLING STARTER MAsH 

Phones Phones 

With Dried Buttermilk, Cod Liver Oil 135 135 

And All The Necessary Proteins 118 | 118 
HARVARD ILLINOIS 

: \ GRAIN @ FEED SHIPPERS 


R. L. HERRICK, Jr. J. M. HERRICK 
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Spears Increase Sales Efforts 
To Avoid Depression 


These six horses are the prized possession of F. B. Spear & Sons, Marquette, Mich. 
They attract attention and help win business for the company. 


B. SPEAR & SONS, Marquette, 

Mich., don’t know there is a de- 

© pression. Sales in flour and feeds 

for the beginning of 1931 were 18 per 

cent greater than those of the same 

period last year, and business is still 
booming. 

“The reason why we are able to show 
a gain,” explains P. B. Spear, “is due 
to the fact that we have increased 
rather than retrenched in our advertis- 
ing and are keeping eternally at it on 
the selling end.” 

“Our gross sales for the first three 
months of our fiscal year, which began 
April 1, were 18 per cent over the cor- 
responding period of last year. This 
means an even greater increase in 
volume of products sold. because of the 
lower prices prevailing on flour and 
feeds as compared to last season.” 

Direct mail and newspaper advertis- 
ing is used extensively by the firm. An- 
other novel idea which has won atten- 
tion and helped to build sales is the 
company’s individual method of deliv- 
ery. Three teams of dapple gray horses, 
groomed to spotless cleanliness, are 
maintained. The wagons are painted 
white and the drivers and helpers are 
attired in white uniforms. The firm 
handles coal in addition to flour and 
feeds and has for its slogan, “A Black 
Business Handled White.” 

“We think one of the best advertise- 
ments a firm can have is good delivery 
equipment, kept painted and attractive,” 
Mr. Spear said. “We have always had 
gray horses. The harnesses and wagons 
are well cleaned at all times so that 
they attract attention on the streets. 
Qur horses are entered in civic parades 
and take part in every community cele- 
bration. Last Fourth of July we won 
honorable mention in the commercial 
section of the parade held in our town.” 

F. B. Spear & Sons have taken a 
definite stand against price cutting. 


“Every sale should be profitable to 
both buyer and seller,’ they maintain. 
“With this objective in view we handle 
only the best qualities of each of .the 
various lines we stock and do not be- 
lieve in taking business as a loss in 
crder to meet competition. We think 


that one cause of continued depression 
is that both manufacturers and whole- 


salers are so anxious for business that 
many commodities are being sold be- 
low cost of production.” 

Field men are employed by the firm 
1o contact farmers. They are well 
trained in practical feeding and offer 
many suggestions to the patrons which 
result directly in new sales. Mimeo- 
graphed price sheets and buying sug- 
gestions are issued to a complete mail- 
ing list every month. Lines handled 
by the firms are listed on the reverse 
side of the monthly statements. 

F. B. Spear & Sons enjoy a ‘large 
volume of flour business. Sales are 
made chiefly by direct mail, newspaper 
advertising and’ personal calls. Custom 
grinding is one of the busy occupations 
of the firm. <A specialty is made of re- 
cleaning grains. The elevator owned 
by the company has a capacity of 25,000 
bushels. 

F. B. Spear, the original owner of 
the business, founded it in 1864. In 
1898 the boys joined their father and 
the firm name was changed to F. B. 
Spear & Sons. 


Gus. Nietmann Changes 
To Cash Basis 


Gus. Nietmann, Sullivan, Wis., has 
changed his business to a cash basis. 

“Starting September 1,” reads the no- 
tice which he sent to his trade, “our 
business with the exception of coal is 
going on a strictly cash basis. At a 
time when you look twice at every dol- 
lar before you spend it, doing business 
on a cash basis really helps you as 
much as it does us. 

“We pay spot cash for everything we 
buy. We must sell for cash, because 
by operating on a cash basis we can 
sell on closer margins, thus assuring 
our customers of the lowest possible 
price. Extending credit costs money 
and asking for money is a pesky busi- 
ness. If we don’t ask for it in the 
right way our customers are put out. 
If we don’t ask at all our books are 
put out. We want to keep you as a 
customer and at the same time keep 
our books in order. : 

“So by doing business on a cash basis 
we are lowering our costs, can sell - 
cheaper, and at the same time we aren’t 
going to lose any more friends.” 


JOHN W. LEATHERS, JR., Chi- 
cago, vice president of the Marden 
Wild Corp., has just returned from a 
business trip which took him to Den- 
ver through Kansas City, Lincoln and 
Omaha. “I find sentiment in the west- 
ern territory,’ Johnny reports, “possib- 
ly slightly more pessimistic than we 
find it here in Chicago and Milwau- 
kee which doubtless may be accounted 
for by the fact that current prices for 
grain have about taken the joy out of 
life for everyone either directly or in- 
directly connected with it.” 


Conditions Ideal for Poultry 
Industry to Recover 


Roquemore, advertising manager, 
Vitality “Mills, 
says: 

“Last week my wife paid 70 cents 
for two dozen fresh eggs. That’s 35 
cents a dozen retail. A couple of 
months ago we were paying half that 
much for eggs. 

“This means that egg prices in our 
locality at least have practically doubled 
in the past 60 days. The strange thing 
about it is that I haven’t heard a single 
word of comment. 

“In talking with a farmer friend the 
other day, he told me that he was get- 
ting 25 cents a dozen for his eggs, that 
he couldn’t get enough to supply the 
demand, that his hens (the few he had 
left) had fallen off badly in production. 
In answer to my question he replied 
that he would have about 50 per cent 
fewer layers this winter. 


Lh a letter received from E. E. 


Inc., Chicago, he 
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“Consumption of egg and poultry 
meat has shown a splendid increase 
during the past year or two. We all 
know that there will be fewer layers to 
supply us with eggs this winter than 
there were last. Government statistics 
indicate that poultry products in storage 
are considerably less than they were a 
year ago. 

“We still hear of cases where farmers 
are only getting 12 to 14 cents for their 
eggs, but believe they are in the minor- 
ity. Feed costs are the lowest they 
have been in years. The spread between 
the cost of producing a dozen eggs and 
the selling price is greater than it has 
been for a long time. 

“And yet it’s surprising how many 
folks are still sitting around waiting 
for the depression to end and good 
times to return. If history repeats 
itself, our return to normalcy is 
gradual but sure.” 
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ORDER NOW 


The demand for 
good quality 
Peat Mossis 
growing—itis a 
PROFITABLE 
item to handle. 
§ SUPERIOR 
brand is one of 
the finest on the market; Feed dealers everywhere 
handle it. We offer it at the most reasonable 
prices in carload shipments or less. 


WRITE US TODAY. 


Clean, dry, BALED 
SHAVINGS—carloads 
only. They are plentiful 
and cheap now. Write 
for prices. 


Frank Miller & Sons 


2240 W. 58th St. Chicago, Illinois 


Calcium and Phosphate in 
Nature’s Balanced Proportion 


DICAPHO 


97% Digestible 


For Dairy Feed and mae More Milk at Lower Cost 


Meal—To Produce . . 


For Laying Mashes—To (Better Textured Shells 
Produce . .. . .)Firm Yolks—More Eggs 


Strong Bone Structure 
For Growing Mashes— Perféct Health 


Splendid Vitality 
To Produce *| Straight Breast Bones 
Rapid Growth 


Also for Pig Meals and Horse Feeds 


THE MOST READILY DIGESTIBLE CALCIUM 
PHOSPHATE FOR FEED RATIONS 


For Convenient Feeding 


DICAPHO-SALT 


Manufactured by: Chicago Sales Office: 
BAY CHEMICAL CO.,Inc. 360 N. MICHIGAN AVE. 
New Orleans, La. Chicago, Illinois 


WRITE TODAY FOR BOOKLET AND PRICES 


Deutsch & Sickert 
Company 


400-402 Chamber of Commerce, MILWAUKEE, WIS. 


REPRESENTATIVE OF 


A. E. STALEY MFG. CO. 


Corn Gluten Feed . . . 23% Protein 
Corn Germ Meal . 18% Protein 


Staley’s Soy Bean Oil Meal 
40% Protein 


Straight and Mixed Cars 


DISTRIBUTORS 


PILOT BRAND and PURITAN BRAND 
Genuine Oyster Shells 
Write for delivered prices 


Get our CORN and OAT Prices 


Feeds of all kinds also Hay— 
Alfalfa Hay a Specialty 


Use the Phone—Call 


Marquette 3140-3141 


FOR ALL-PURPOSE 
GRINDING 


THE COMBINATION 


Free Flowing Grains— Hay, Ear 
Corn, or any kind of roughage—this 
combination machine takes them all 
and turns out high quality work. It 
is ideal for dairy sections. Complete 
details will be gladly furnished on 
request. 


Gruendler Grusher & Pulverizer Co. 
2915 N. MARKET ST. ST. LOUIS, MO. 
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This cake, the largest ever baked in the 
world was recently exhibited by, the Larrowe 
Milling Co., Detroit, at a New York fair. 


Largest Cake in World 
Weighs 3% Tons 


Cut yourself a healthy slice and make 
yourself at home. Here’s the largest 
cake ever baked in the world. It stood 
14 feet high from the base to the top 
of the ornament and weighed 3% tons. 

The monster cake was baked for the 
Larrowe Milling Co., Detroit, and was 
displayed at the Orleans county agricul- 
tural fair, Albion, N. Y., August.19 to 
22. Tons of ingredients were used in 
the making. They include 910 pounds 
of butter, 1,640 pounds of sugar, 1,600 
pounds Larro Family flour, 455 quarts 
of milk, 606 dozens of eggs, 100 pounds 
of baking powder, 1,000 pounds fruit 
filling, one gallon of vanilla and lemon 
extract and 56 pounds of chocolate and 
white fudge. 

The bottom layer of the cake was 
eight feet square, the second six, and 
the third four. Eleven bakers worked 
eight hours to complete it. The batter 
was baked in sections, measuring 18 by 
24 inches and 650 sections were re- 
quired. The baked parts were trans- 
ported from Rochester to Albion where 
the cake was assembled and decorated. 

On Thursday afternoon of the fair, 
the cake was cut by a bride who was 
married during the event. Pieces meas- 
uring 4 by 5 inches were then packed 
in boxes and dispensed to the public. 
Baking of the cake was supervised by 
Herman Thornschmidt, internationally 
famous baker. 


J. W. SKINNER, Colliersville, Tenn., 
recently conducted a contest in which 
he offered $5.00 in gold to the farmer 
who selected the best name for his 
firm. He received 68 replies. Peoples 
Gin & Feed Co. was selected as the 
winning name and the firm will hence- 
forth do business under it. 


RASMUSSEN BROS., Madelia, 


Minn., have opened a feed store and 
mill. 
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T. A. Maney, Veteran 
Feed Man, Dies 


Thomas A. Maney, vice president and 
founder of Maney Brothers Mill & Ele- 
vator Co., Minneapolis, died August 31 


at the Deaconess hospital following an. 


illness of 11 weeks. 
old. 

Mr. Maney founded the Maney 
Brothers Mill & Elevator Co. in 1884. 
He retired from active business about 
10 years ago, turning over the manage- 
ment to his son, W. A. Maney, who is 
now in charge. 

His wife and five children, Prof. 
George A. Maney, Evanston, IIl.; Prof. 
Charles A. Maney, Lexington, Ky.; W. 


He was 82 years 


A. Maney, Minneapolis; Mrs. Victor 
Cooke, Nampa, Id., and Miss Elsie 
Maney, Minneapolis, survive the de- 
ceased. Mr. Maney was born near 


Oconomowoc, Wis., August 23, 1849, 
and came to Minneapolis in 1880. He 
was active in church work and was 
an elder and trustee of the Vanderburgh 
Memorial Presbyterian church. 


WISCONSIN 

S. A. Jerdee, Arkdale, is having a 
feed warehouse built adjoining his store. 

Farm Service Stores, Inc., have pur- 
chased the grain and feed business oper- 
ated by the Fred Eckhart Co., Viroqua. 
The late Fred Eckhart founded the en- 
terprise 55 years ago. 

Ed Subrod and Paul Zerneke, Bur- 
lington, opened a general feed store, 
September 1, and are operating under 
the name Badger Cash Feed Co. 

Frank Andrews, member of Andrews, 
Lami & Co., Sharon, has withdrawn 
from the firm because of illness, which 
kept him from his duties since last De- 
cember. Fred Peters and Charles Lami 
will continue to carry on the business 
under the firm name, Lami & Peters. 

Boyceville Feed Mill, Boyceville, is 
undergoing extensive improvements. Art 
Heinsohn is manager. 

George and Clarence Duvall have pur- 
chased the Wisconsin Seed Co., Mil- 
waukee, from Ernest Reel and will 
move the offices to Kewaunee, where 
they reside. 

Scheldrup’s Mill, Stoughton, has in- 
stalled a new mixer and corn crusher. 

C. L. Ewing has purchased the inter- 
est of his partner, Floyd Riege in the 
Benton Feed Store, Benton. 

Farm Service Stores, Inc., Elmwood, 
have moved their feed grinding equip- 
ment into a newly constructed addition 
to their elevator. 

Douglas County Farmers’ Union, 
Superior, is planning to construct a 
new feed store with a capacity of ten 
carloads. 

S. A. Jerdes, Arkdale, is building an 
addition to be used for feeds. 

Huntington Feed Mill, New Rich- 
mond, is again in full operation follow- 
ing a temporary shutdown because of 
low water. 

W. E. Dodge, C. Dodge and G. Pfeif- 
fer have organized the Cereal Mills, 
Inc., Wausau, with a capital stock of 
$5,000. : 

M. J. Garske is rebuilding the Garske 
feed mill and elevator, Glenwood City. 
The plant was destroyed by fire. 


William H. Danforth 


Purina President Named 
On Insurance Board 


William H. Danforth, president of 
Purina Mills, St. Louis, Mo., has been 
elected to membership on the board of 
directors of the New York Life Insur- 
ance Co. 

Mr. Danforth will represent the farm 
interests on the board. As president of 
Purina Mills, he has been closely con- 
nected with agricultural problems and is 
thoroughly familiar with the difficulties 
the farmer is facing today. 

Other members of the New York 
Life board include former President 
Coolidge, Nicholas Murray Butler and 
several other nationally famous men. 


INDIANA 

Asdell & Co., Sullivan, has opened a 
new feed store. E. E. Asdell, manager, 
announces that business will be con- 
ducted on a strictly cash basis. 

Farm Bureau Store, Spencer, has in- 
stalled a hammermill. Ray Booth is 
manager. 

Pine Village Feed Co., Williams- 
port, is building an addition to its feed 
mill to accommodate its steadily in- 
creasing trade. 

Mayer Brothers Feed Mill, Mentone, 
has installed new grinding and mixing 
machinery. 

Cambridge Feed Mills. Cambridge 
City, opened for business August 20. 
The plant has been equipped with mod- 
ern grinding and mixing machinery and 
grain scaling and unloading equipment. 

East End Coal & Feed Co., Warsaw, 
has installed a- new grinder. 

Aikens Feed Store, Osgood, has 
opened for business. 

Oxford Grain Co., Oxford, has in- 
stalled a new hammermill. 

Frank Wolf & Son, North Judson, 
have opened a feed store and hatchery. 

E. H. Bailey, Versailles Feed Co., 
Versailles, has remodeled his establish- 
ment and installed new machinery. 

Jake Epple has purchased William 
Lehmkuhler’s interest in the Bristow 
Flour Mill. 
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M. F. Cohn to Celebrate 
Twelfth Anniversary 


M. F. Cohn will celebrate the 12th 
birthday of the Sunset Feed & Grain 
Co. Inc., the Buffalo jobbing firm of 


OULTRYMEN are demanding mo- 


lasses in poultry mashes. Bring which he is president, during Septem- 

: ber. In 12 years time, Max has de- 

a mashes up to date by using ten per veloped an extensive business with feed 
cent candied copra in every formula. In manufacturers throughout the United 
meal form easy to handle and mix. No States and with dealer and dealer-man- 
ufacturers in the eastern states. He is 
special equipment required to use any de- well-known throughout the trade at- 


sired percentage of molasses, and a uniform mixture is assured. tending conventions of the American 
Feed Manufacturers association and the 
Grain and Feed Dealers National asso- 


The Wooster Feed Mfe. Co., Wooster, Ohio ciation wherever they are held and 


serving as chairman of the registration 
CAPITAL 


committee at all recent meetings of the 


Write today for sample and delivered prices. 


Eastern Federation of Feed Merchants. 
Harold E. Bradt is vice president of 


the company which maintains head- 
Queen Wheat Feed 


quarters in the Chamber of Commerce 
at Buffalo, and A. E. Harrison is mana- 
Cherokee Middlings ger of the branch office at Middletown, 


Mid-Dog Middlings | 


O. M. SCOTT & SONS CO., Marys- 
ville, Ohio, has remodeled the Big Four 


5 ; ery and is now manufacturing stock 
these quality feeds, and in- || feed. A 50,000 gallon tank will store 


— WHEAT crease your volume of busi- |} ™°!sses. 

~~ MIXED FEED ness which means increased 

~Wheat Low Grade Flour, Red Dog. + f E. WARNER & SON, Newark, N. 

Middlings, Bran, Screenings number of customers and Y., has installed a hammer mill and 
not exceeding mill run 

larger profits .. These quality || ™asnetic separator. 
feeds are manufactured in our 

own mills. 


— ST.PAUL, MINN. 


> Office 315 Corn Exchange ~~ 
MINNEAPOLIS, MINN. 


CAPITAL FLOUR MILLS, Inc. 


MINNEAPOLIS, MINN. 


100 LBS. NET 


PecosValley, | 


Made in 9 sizes. Belt or motor 


HAMOND 
driven. Single and double head. ih aa 


Pecos Valley Alfalfa Mill @ 
Hagerman,N.M. 


We now have DEHYDRATED 


SMALL GRAINS meal available. 


Write for information and prices on 


in greater volume will be ground into Feed this year than ever before. VITALFA MEAL the 22° 
Millers that operate DIAMOND MILLS will grind a large portion of | seinen | 
this grain efficiently and economically. The grinding season is here. Pp V | | 

We have a Diamond Mill to fit your needs. ecos € ey 


— Alfalfa Mill Co. | 
Diamond Huller Co., Winona, Minn. enderens 


HAGERMAN, N. M. 


Page Twenty-eight THE FEED BAG—SEPTEMBER, 1931 


| FEEDING J 
in NE 
FORM 
| 
| 
| 
| VY j appre ia elevator, installed feed mixing 
| 
| | 
| 
— 


TALKS OVER RADIO 

Charles M. Struven, president, 
Charles M. Struven Co., Baltimore, Md., 
gave a radio talk from station WGY, 
Schenectady, N. Y., recently on the 
subject “Fish Meal and Its Importance 
in Dairy and Poultry Feeding”. A large 
number of responses and inquiries were 
received by Mr. Struven from all parts 
of the world, indicating a widespread 
interest in fish meal. 


OHIO 

Ehrman Brothers, Beaver, recently re- 
modeled their mill and installed modern 
grinding and mixing machinery. 

D. M. Weikart, Leetonia, has pur- 
chased the feed business of Frank Whit- 
acre. 

Goldcamp Mill Co., Ironton, has ar- 


FOR FEED MIXING 


Y) 
PLANTATION 


TANK CARS ” 7 BARRELS 


« Spat. Soy 


NATIONAL MOLASSES CORPORATION 


PIER H, PORT RICHMCND 
Philadelphia,~ Pa. 


Pure Cane Molasses 


ranged a display window in its store. 
The window is illuminated at night bv 
floodlights and is attracting consider- 
able attention. 

E. E. Hale, Wilmington, has declared 
bankruptcy, listing liabilities of $61,- 
562.83 and assets of $42,044.69, 


‘‘All your needs in grain and feeds’’ 


Yeggs entered the offices of the Con- 


neaut Grain & Feed Co., 


cently an 


d escaped with 


Conneaut, re- 
$361.00, which 


Sunset Feed & Grain 


Co., Inc. 


they obtained by cracking the safe. 
Loss estimated at $2,000 resulted 

when a fire destroyed a four-car garage 

owned by John Delfs & Sons, Canfield. 


CHAMBER OF COMMERCE 
BUFFALO, N. Y. 


BRANCH OFFICE 
MIDDLETOWN, N. Y. 


FEED JOBBERS 


Also Representing: 


The blaze is believed to have started 


when att 


empts were made 


by thieves 


to steal gasoline from one of the trucks. 


Howard Equity 
ard, changed its 
September 1. 


basis, 


business 


Exchange Co., How- 
to a cash 


. 


RDRAT 


THE 


ALFALFA 


~MEAL - 


THE 


ARNOLD DRYER CO. 


3000 W.MONTANA ST. 


MILWAUKEE, WIS. 


ARTIFICIALLY 
DEHYDRATED 


10°; 
Seven Times Richer in 


Vitamin A 


Better Color and 


Pleasing Aroma 


More Protein 


Lower in Fibre Content 


J. C. HUBINGER BROS. CO., Keokuk, Ia. 
ROSENBAUM BROTHERS, Chicago, Ill 

HENRY LICHTIG & CO., 
FAIRMONT CREAMERY *CO., Omaha, Neb 


MUTUAL RENDERING CO., Philadelphia, Pa 
OYSTER SHELL PRODUCTS CoO., Philadelphia, Pa..... 


Gluten Feed 
Kansas City, Mo............. 


JOHN F. CRAIG 4 COMPANY, Philadelphia, Pa........ 


Milo and Kaffir 
Dried Buttermilk 
... Blackstrap Molasses 
Meat Scrap 


Shellbuilder 


Pure, Selected, Crushed Oyster Shell from Oyster Reefs 


is a product of proven superiority. 


which assure that it is; 
fectly screened, highly digestible, pure. 


and conveniently packaged to sell. 


Write for samples (thrée sizes) and a price. 


Guy H. 
342 North Water Street 
Milwaukee, 


COONS, 


Wisconsin 


WALTER HAERTEL PRODUCTS 
Flour Exchange Building 
Minneapolis, Minnesota 


It is crushed in the most 
modern and best equipped plant in the country, under conditions 
bright in color, odorless, germ-proof, per- 


Shellbuilder is the shell that poultrymen want. 


Address our nearest representative: 


354 Board of Trade Building 
Kansas City, 


It is attractively 


You ll like both. 


SEXTON & Co., 


Missouri 


CO:, 


OR 


SHELLBUILDER. Ine. 


Wire or Write for Prices and 
Generous Mixing Sample. 
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Reports Growing Demand 
For Peat Moss 


Peat moss and baled shavings and 
sawdust are increasing in demand 
among retail feed dealers, according to 
Frank Miller & Sons, Chicago. These 
products are used extensively as bed- 
ding for livestock and litter for poul- 
try houses. 

Frank Miller & Sons have been in 
the baled shavings and sawdust busi- 
uess for the past 35 years, and are one 
of the oldest firms in this field, oper- 
ating mills in all sections of the country. 

Peat moss is also extensively dis- 
tributed by the firm. This product is 
imported from Germany and shipments 
are made direct from point of import 
or from the Chicago warehouse, where 
a large stock is carried. 


ELEVATOR BOOKLET 
How to construct a country elevator 
to eliminate fire hazards is explained in 


a new booklet issued by the Mutual 
ALL GR ADES Fire Prevention Bureau, 230 East Ohio 
street, Chicago, Ill. Particular atten- 
tion is given to building materials and 
Arrival Drafts ——,_ Quick Shipments the installation of equipment. Copies 


may be obtained free by writing direct 


When you handle 


Darling’s Meat Scraps, 
Tankage and Bone Meal 


you are handling the best the 
world produces--and it doesn’t 
cost you one cent more than 
the other kind. 


Darling & Company 
Department A, Chicago, I1l. 


STATE DISTRIBUTORS 
LaBUDDE FEED & GRAIN CO. Milwaukee 


to the bureau. 
Humphreys-Godwin Co. 
CONSUMERS COAL & Feed Co., 
Established 1898 MEMPHIS, TENN. Marion, Ohio, has been incorporated 


with a capital stock of $5,000. The in- 
corporators are L. D. Zachman, L. D. 
Clum and J. D. Williamson. 


We Solicit Your Inquiries 
ALPINE BRAND 


FEEDING OAT PRODUCTS 
CANADIAN and DOMESTIC MILLFEEDS 
SCREENINGS 


ALL KINDS GROUND AND UNGROUND 


Straight or Mixed Cars. Write, wire or phone Main 4969 for Quotations. 


J. A. FORREST CO. 


Feed Merchants 
SECURITY BLDG. SINCE 1900 MINNEAPOLIS 


“FOR BETTER SERVICE”’ 
Three Restaurants 
at MODERATE RATES 


Excellent Food 
Phone i Courteous Serviee 


Loca 
GENEVA 


W. B. GLARK, 
7389 Heme of WCCO Seudies 


Phone 
GENEVA 
7389 


HIAWATHA GRAIN COMPANY 
GRAIN MERCHANTS 
MINNEAPOLIS 


MINNESOTA 
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Ohe 


Grain Co. 


Established 1892 


GRAIN AND FEED 


MILWAUKEE, - WISCONSIN 


IF IN NEED 


of 
Dried Skimmilk 


or Pure 


Dried Buttermilk 


It Will Pay You to Wire US 


Car Lots Ton Lots 


La Budde Feed & Grain Co. 


MILWAUKEE, WISCONSIN 
Anything In Feeds 


A TRADE MARK of Distinction 


Representing the Finest Quality 
Line of POULTRY—DAIRY—HORSE 
RABBIT and STOCK FEEDS. 


Results Determine the Value of Flory Feeds 
Manufactured by 


FLORY MILLING CO. INC. 


EST. SINCE 1853 BANGOR, PA. 


New Richmond Roller Mills Co. 


Doughboy 
Chick 
Starter 


for 
Faster 
Growth 


| 
CHICK FEEDS 


OUR poultrymen will appreciate the 

the results they obtain from Dough- 
boy Chick Starter Mash. Yeast foam 
in Doughboy Starter Mash lowers the 
mortality and increases the growth of 
the chicks. It promotes healthy flocks 
and keeps poultrymen satisfied so that 
they become good customers for Dough- 
boy Laying Mash. Are you handling 
Doughboy feeds? 


“Look for the Soldier on Every Sack’’ 


NEW RICHMOND, WIS. 
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CLASSIFIED 


Service department for our read- 
ers. Low Rates: 25c per line; 
minimum $1.00. 


HAY FOR SALE 
Alfalfa-Clover-Timothy and Clover Mixed- 
Prairie Hay. Delivered prices quoted. JOHN 
DEVLIN HAY CO., 192 North Clark street, 
Chicago, Il. 


ELECTRIC MOTORS FOR SALE 


Hundreds of ‘Rockford Rebuilt’’ machines, all 
makes, types and sizes available for immediate 
shipment. All thoroughly overhauled and recon- 
ditioned, fully covered by our ‘One Year Guar- 
antee’’ against electrical or mechanical defects. 
Send for complete stock list. 

BULLETIN No. 38. 

Sixty illustrated pages of motors, generators, 
transformers, etc., mailed free on request. 

ROCKFORD POWER MACHINERY CO. 

616-618 Sixth Street, Rockford, Ill. 


NATHANIEL A. FINCH, 84, long 
time operator of a feed store in Seneca 
street, Buffalo, passed away recently in 
his home in that city. He was taken 
ill and died within a short time. Mr. 
Finch retired from business in 1912. 
Surviving are two sons and two daugh- 
ters. 


E. O. WRIGHT, Menomonie, Wis., 
president of the Wisconsin Milling Co., 


was elected president of the Rotary club 


of that city. 


BADER & CO., Rushville, Ill, re- 
cently made extensive improvements to 
its elevator. A 60h. p. grinder was in- 
stalled and a loading platform and drive- 
way were constructed. 


E.J. KOPPELKAM CO. 


GRAIN FUTURES 


373 Broadway 
MILWAUKEE, WISCONSIN 


Phones Broadway 0032, Daly 0783 


Member Chamber of Commerce 


BUSINESS FOR SALE 


Flour, feed, feed grinding and feed mixing, coal, 
tile, seeds and grain business for sale. Also 
model grocery store and connected dwelling. 
Good location in eastern Wisconsin. For full 
information write BC-82, c/o THE FEED BAG, 
210 East Michigan street, Miiwaukee, Wis. 


POULTRY FEED MAN WANTED 


Have place in large manufacturing organization 
located in Middlewest for a recognized University 
trained man in poultry husbandry who has had 
from two to five years experimental, sales and 
advertising experience in feeds. Must be cap- 
able of organizing, developing and directing men 
in merchandising to consumers, jobbers and 
large feed mixers. Unless you can comply with 
all requirements, please do not apply. Address 
CD-$1, c/o THE FEED BAG, 210 East Michi- 
gan street, Milwaukee, Wis 


FEED SALESMEN WANTED 


Good, live feed salesmen wanted for northern 
and southern Minnesota territory on full line of 
feeds. State experience and give references. 
Write MB-91, c/o THE FEED BAG, 210 East 
Michigan street, Milwaukee, Wis. 


| Announcing a 
Special Arrangement 


on 
Meat Scraps 
Quantity Discounts 
Dealers Only 


Truck Loads or Car Loads 


So. St. Paul or Minneapolis 


Maney Bros. Mill & Elev. Co. 


MINNEAPOLIS, MINN. 
Telephone Main 3307 Collect 


CEREAL 


GRADING CO. 
MINNEAPOLIS 


SPECIALIZE IN 


GOOD 
CORN and OATS 
For 


WISCONSIN TRADE 


Prices Right—Service Prompt 
TRY US. 


rUK SALE OR RENT 
Custom feed mill and warehouse in good com- 
munity. Electric power. Write A. J. MARTIN, 
Bloomer, Wis. 


MAURICE J. BEAUBAIRE has es- 
tablished a new feed jobbing business 
which he will operate as the Acme Feed 
Products Co., 610 Flour Exchange, 
Minneapolis. Since its incorporation in 
1906, Mr. Beaubaire has been secretary 
and treasurer of the Northwestern Feed 


Co. 


NEBRASKA CONSOLIDATED 
MILLS COMPANY 


MILLERS OF: 


Mother’s Best Flour 


GET MY PRICES—SAVE MONEY 


A. L. STANCHFIELD 


Carlots and Mixed Cars 
FLOUR, MILLFEED 
ILMEAL, ETC. 


502 Corn Bidg. 
MINNEAPOLIS, MINN. 
“Stand by Stan’’ 


GROUND Oat GROATS 


Low Fibre Content 


NORTH EAST FEED MILL CO. 


MINNEAPOLIS, MINN. 


anity Fair 


Flour 


Laboratory Tested. 
Made Right and Priced Right. 
Write for our prices in straight 
and mixed cars with bran, midd- 


lings, Cannon feed (fiour midd- 
lings), and Billie feed (red dog). 


Cannon Valley Milling Co. 


MINNEAPOLIS, MINN. 


M.G. RANKIN & Co. 


GRAIN 


AND 


FEED 


Chamber of Commerce 
MILWAUKEE, WIS. 


TRAGE MARK REGISTERED 


BADGER BRAND 


Selected Seeds 
and Seed Corn 


L.Teweles Seed Co. 
Milwaukee, Wisconsin 


Printed messages 
They are profitable 


ORTSCH 
BROS. CO. 
Estasutsuep 1894 
PRINTERS 
LITHOGRAPHERS 
BINDERS 
522 N. MILWAUKEE STREET 
PHone 076 MILWAUKEE 
Broapway WISCONSIN 
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ILLINOIS 

Ezra Birkey, Morton Feed Mill, Mor- 
ton, is proudly telling his friends of an 
imported Japanese walnut’ tree which 
is growing in his yard. He planted it 
about seven years ago and this is the 
first season it is bearing nuts. 

Thieves broke into the Frank D. 
Rogers Feed Co. store, Elgin, Ill. re- 
cently and stole $170.00 from the safe. 

Lincoln Feed Store, Lincoln, Ill, re- 
cently conducted an educational meet- 
ing at its plant and attracted a large 
attendance of farmers. Prof. Walter B. 
Krueck, Allied Mills, Inc., was the prin- 
cipal speaker. He discussed livestock 
feeding problems. 

Lee Kreitzer, Troy Grove, has pur- 
chased the Fred Blocher poultry and 
feed business at Amboy. 

Walter Strickler has purchased the 
interest of his partner, Elmer A. Hake, 
in the Blue Seal Feed Store, Nashville. 

F. J. Michel, West Salem, has re- 
opened his feed mill. 

Barnstable Feed & Supply Co., No- 
komis, recently held its annual outing 
at Lake Hillsboro. More than 90 per- 
sons attended. A chicken dinner was 
served at noon and was followed by 
sports and games. 

Thompson Grain & Fuel Co., Say- 
brook, has installed a new hammermill. 

R. M. Deisher, Bradford, has purch- 
ased the Henry County Feed Co., Ke- 
wanee, from Wasko Rogula. 

J. V. Apple. Bethalto, has purchased 
a building in East Alton and is remodel- 
ing it into a feed store. 

Velde-Lackman Co., is remodeling 
and installing new equipment in its ele- 
vator in Lombardville. 


INCREASE THE 


MILK YIELD 
BY FEEDING 


PURITY DRIED 
GRAINS 


Protein 21°% Fat 


A perfect feed for the 
Dairy Cow and all 
other farm animals. 


WRITE 


Jos. Schlitz Beverage Co. 
Dept G. Milwaukee, Wis. 


F. J. PHELAN CO. 


418 Chamber of Commerce 


MILWAUKEE, 
WIS. 


“Grain Futures” 


Special Attention to Hedges 


Molasses 
Peat Moss 
Pearl Grit 
Salt 


Car Lots .. Ton Lots 


FEED SUPPLIES, INC. 


506 Chamber of Commerce 
Milwaukee 


Wisconsin 


Dependable 
Western 


Alfalfa Meal 


for 
Dairy and 
Poultry Feeds © 


The Denver Alfalfa 
Milling, & Products Co. 


LAMAR, COLORADO 


Branch Sales Office, 
403 Merchants Exchange, 
St. Louis, Mo. 


nore of tits 


Our Trademark 
Protects Yours] 


Results are the yardstick that 
measure the continued demand 
for your brands. The proven 
potency of MARDEN’S in 
both Aand D vitamins. ..the 
exact balance... the unvary- 
ing standards of quality, pala- 
tability and results are certi- 
fied and guaranteed by the 
Marden trademark! For this 
protection you pay no premi- 
um—Marden’s actually costs 
less per feed ton! 


Write for low quantity prices. 


MARDEN’S 
CERTIFIED 


COD LIVER OIL 


MARDEN-WILD CORP. 


512 Columbia St., - Somerville, Mass. 
212 East Ohio St., - Chicago, II. 


MYLES 
LOUISIANA SALT 


**Nature’s Purest’’ 


Here is an economical 
salt, because its strength 
and purity make possible 
the use of less Myles Salt 
than any other salt to do 
a given job. It contains 
no moisture when packed 
and is guaranteed not to 
harden. Farmers like 
Myles Salt because of its 
even-running grain and 
general all around use on 
the farm. 


Packed in MylesHome- 
spun Grey or White Bags. 


Write for Prices and Samples 


Myles Salt Co., Ltd. 


Chicago Sales Representative 
360 NO. MICHIGAN AVE., CHICAGO, ILL 
Telephone State 6276 
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d G Yau CUSTOMERS 
and Vrain WILL INSIST ON.... 


WS: wish to thank our Blue Ribbon 


many friends and 162% Sweet Dairy Feed 
patrons for the gen- 

erous support given ... AGAIN THIS YEAR 
our new feed depart- @ 

ment now operating 

under the direction of Obtainable in Straight or Mixed 
Mr. William Moll. Cars with the BLUE BELL 


Quality Line of Dairy, Poultry, 
Pig and Hog Feeds. 


JHE RIEBS CO. 
os Mitchell Building Phone Daly 0336 BROOKS MILLING CO. 
MILWAUKEE MINNEAPOLIS «» MINNESOTA 


cal improvement made in 


BALANCED graincleaners during the past 


twenty years. 


The most highly refined sieve- 
for oscillating and shoe-balanc- 


ing mechanism the world has 


Separators and Graders known. 


It replaces the eccentrics, ec- 
centric shaft, connecting rods 
and other cumbersome, pow- 
er-wasting, trouble-making 
parts of the ordinary shoe 


Existing machines of 
practically all makes 
can be converted to 


the BUHLER DRIVE 


drive. 
Write for 125 FB Catalog € 
S. Howes Co., Inc. Silver Creek, N. Y. 
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VER a year ago the Nopco 

Laboratories began an in- 
tensive series of tests on fish 
oils, for the purpose of find- 
ing whether they are safe and 
economical sources of Vita- 
min D for poultry feeding. 
Also, Nopco has closely fol- 
lowed the work on fish oils 
that has been going on in 
other competent, reputable 
laboratories. Because many 
interested persons, knowing 
that the Nopco Laboratories 
rank among the best, have 
pressed us for our results to 
date, we are making public 
what we have learned. 


THE TEST. The most im- 
portant test to which these 
fish oils are being submitted 


BOSTON 


is a biological test similar to 
that which every lot of Nopco 
must pass before leaving the 
plant. Day-old chicks of the 
same stock are divided into 
groups. The first group is fed 
the basal control ration, com- 
plete except for Vitamin D. 
Another group receives the 
basal ration and Nopco XX in 
the percentage recommended 
to feeders. An ample margin 
of safety is allowed for. The 
remaining groups are fed the 
basal ration and fish oils in 
various percentages, ranging 
from 1/4% to 1% of the total 
ration. 


RESULTS. Thus far, fish 
oils have not produced uni- 
form results at an economical 
percentage (under 1% of en- 
tire ration). Where rickets 
have been controlled by fish 
oils, the general condition of 
the birds has been below the 
standards set for Nopco-fed 
birds on the same test. The 
bone analysis has not told the 


CHICAGO SAN 


FRANCISCO 


whole story, and has not yet 
shown the uniformity of rick- 
ets protection that Nopco de- 
mands in its own products. 


CONCLUSIONS. Tests are 
being continued on fish oils at 
the Nopco Laboratories. Na- 
tional Oil Products Company 
would welcome the discovery 
of a domestic product which 
would furnish Vitamin D 
cheaper than it is now fur- 
nished by cod liver oil. If such 
a product is discovered, the 
same Columbia University 
process which Nopco uses in 
fortifying cod liver oil can be 
used to fortify the new pro- 
duct. Fortified fish oils would 
be much cheaper in feeding 
value than plain fish oils; just 
as Nopco XX is much cheaper 
to use than ordinary cod liver 
oils. But Nopco will not under- 
take to market fish oil unless 
it is proved to have a feeding 
content as valuable to poultry 
as Nopco Cod Liver Oil. 


EXECUTIVE OFFICES: 38 ESSEX ST., HARRISON, N. J. 
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sells because its 


Dealers who sell King Midas can always know they 
are offering their trade the finest flour money can buy. 
This means more today than ever before. When 
many are offering cheaper flour and no one can offer 
better flour, it is well to remember two old adages: 


The Standard Among Wiscon- 


sin Feeders— Cloverleaf pure” 
bran is generally reputed to be ~ 


the best liked bran offered in 
the state. It may be obtained 
in straight or .mixed cars with 
standard wheat middlings, 
Snowball wheat flour middlings 
and King Midas flour.. Write 
or wire fér quotations on these 
Quality#businéss build 


1. Quality is remembered long after 
the price is forgotten. 


2. Quality is the surest foundation 
for permanent success. 


Kunc MIDAS— “the Highest Priced Flour in 
America and Worth All It Costs’”—can be pur- 
chased today at extremely low prices. But 
the quality has not been sacrificed—it’s the same 
good, all purpose flour that thousands of house- 
wives have learned to depend upon for the finest 
cake, pastry and bread. King Midas quality 
continues to please the housewife and King Midas 
policy still protects the dealer. 


MIDAS MILL 


MINNEAPOLIS, MINN. 


: 
; 
King Midas MillCoR 
GEWERAL OFFICE: = 
MINNEAPOLIS, MINN 
CLOVER LEAF 
400 Lbs Wives Packed at Mit) 


